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Each Child WEALTHY 


Opportunity Now Exists for Better Education and 
Even Better Footwear 





<cQXINCE 1925 every child born has to its credit 
$3,079.” This surprising statement is based on 
a study of wealth by Dr. Hollis Godfrey and is, 
of course, a study in averages. Previous to 1922 every 
child born was a liability to wealth. 

In 1922 the line of population showed a decrease in 
the trend line. Material wealth itself, in the shape of 
goods, showed a tremendous increase. Since 1900 
wealth has increased 80 per cent of its total in one- 
fifth of the life of the United States. Increase of 
number of total population does not move with mate- 
rial wealth. 

The very great significance of 


As the wealth of the country increases the appearance 
of the shoes plays a more prominent part. 

A most serious situation lies before the children’s 
shoe department today. The increased cost of sole 
leather shows itself with greater readiness in chil- 
dren’s shoes. The juvenile department holds to fixed 
price grades. It must do a lot of juggling to get the 
same quality value of sole leather. 


HOES for children show their quality first in the 
friction resistance of soles. The first requisite, 
therefore, is a continuance of quality in sole leather, and 
a balancing of all the ingredients 





all of this is that children that 
are born today have an oppor- 
tunity for education, year by 
year, in increasing number, and 
we can also look for the expendi- 
ture of more money by parents 
for footwear and apparel because 
of this increasing ratio of wealth 
to population. 

The true significance of this is 
brought home to the man who 
operates a children’s shoe de- 
partment. He is going to find 
more and more interest on the 
part of his juvenile public in the 
direction of styleful footwear, as 
well as better footwear. 

This merchant is going to find 
that the most formidable weapon 
he is going to have is a combina- 
tion of quality and style. When 
the parent had little money for 
home expenditure, the first 
thought was the utility of foot- 
wear. Style had very little place. 





In 1922 a significant change came in the 

wealth of America. Every child born pos- 

sessed a credit in wealth. Previous to that 

time the child potentially was a debit to 
wealth 


that go into shoes. The first ten- 
dency to cheapness shows up in 
the loss of customers in juvenile 
shoe stores. It will mean the ex- 
penditure of ten times the saving 
to build back a children’s shoe 
department once lost by reducing 
the standards of quality. 

The one department in the 
store that never needs a general 
clearance sale is the juvenile de- 
partment. If quality is put in 
boys’ shoes, and the combination 
of some quality and style in 
girls’ shoes, the shoe department 
can move ahead to the profit of 
the business. 

Fortunate is the store that has 
had no fixed price standards on 
children’s shoes. When the pub- 
lic has been sold the idea, by 
publicity pressure, that a boy’s 
shoe at $4 and a girl’s shoe at 
$3.50 is the measuring stick of 
value in a department it is ex- 


[TURN TO PAGE 79, PLEASE |] 
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Footwear Fashion’ 





REMIERE eA TTRACTION 


se Madame Jeffries Carries the 
Style Show Into High Society At Chicago 
With Two Thousand In Attendance 


There have been attempts made to interest so- 

ciety in fashion. Paul Poiret tried it in Chicago 
and several dozen people walked out on him because he 
could not hold their interest. 

On Tuesday, March 27, the Charles A. Stevens shop 
staged a fashion revue in the grand ballroom of the 
Hotel Stevens, under the direction of Madame Hamilton 
Jeffries, fashion editor of the BOOT AND SHOE RECORDER. 
There was not a walk-out in an audience of close to 
2000 people. 

The main ballroom of the Hotel 
Stevens was spotted with little gold 
tables and chairs for four. The stage 
was in modernistic design in all tones 
of gray. It had a triangular entrance 
in the center, and the model walked 
across the stage and down funny little 
stairs on one side. She then walked 


TT there to break into high society is an art. 















a 


Longer and fuller dresses for eve- 
ning wear indicate new opportuni- 
ties for smart footwear in a diver- 
sity of materials. Models from the 
society fashion show by the Charles 
A. Stevens shop of Chicago show- 
ing lilac suede and gold; peach kid 
with gold heel and piping and 
amber span; and old ivory double- 
faced satin. 


out into the audience, not on a runway, but on a fiat 

blue roadway, which was diagonal and modernistic. 
The model showed sport, day-time and evening 
clothes. When the music started, the models promen- 
aded for three-quarters of an hour. Then came a Span- 
ish dance, and, at the end, Mary McCormick, of the Chi- 
ago Civic Opera Company sang a group of three songs. 
Madame Jeffries interpreted each footwear fashion 
and its place in the present mode. She predicted the 
passing of the flapper type and welcomed the entrance 
on the stage, of the new woman—a bit 
more feminine, a bit more alluring, 
with a penchant for perfumes, bou- 
quets, fluffy furs, ruffles and laces. 
Her clothing is assuming a body line. 
Girded about this lovely new creature 
is the normal waist line, which for 
the last fifteen years has been lost 
[TURN TO PAGE 82, PLEASE] 
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This the 


DEAS for shoe designing come 
I from many fashion and social 

sources. Who would ever be- 
lieve that the little satin band 
worn across the eyes by the 
masked dancer at Monte Carlo 
would go through an evolution of 
footwear design that would bring it into a shoe de- 
partment on Washington Street, Boston? 

What is more interesting still is the progress of this 
style, step by step, from the shoe designed in Paris, 
with two big eyes in the center of the strap, just like 
the mask used in a masquerade, so that eventually 
C. H. Beall, shoe buyer for R. H. White Co., Boston, 
readapts the pattern and “plays it” a dozen ways in 
colors—and in combinations as one of the most un- 
usual shoes of this season. 

The “Swagger” pump has now become a 
favorite with the “New Modern” type of girl. 
It is a shoe, like its devotee, with “ambitions.” 
Its heel heights start at 18/8 and climb to 21/8. 
It has a sophisticated air, as has its wearer, 
and yet is as innocently fascinating as the flap- 
per has decreed that she herself shall be when 
she starts out for her “heavy date” on a moon- 
light, or electrically-lighted, night. A beautiful 
foot, with high arching capabilities, is displayed 
to the point of perfection in “The Swagger.” 
The dainty, slim ankle; the delicate, symmetry 
of the feminine lines of the chiffon-hosiery clad 
leg are elevated to a 
higher degree of 
gracefulness when 
the foot is shod in 
“The Swagger.” 

The “Swagger,” 
with its Parisienne 
atmosphere, has defi- 
nitely arrived. It is 
a high-style shoe, 


BOOT AND SHOE RECORDER 


Swagger Pum P = Flapper’s 


There Is a Place for an Un- 
usual Shoe 1% a Diversity of $10, to suit the pocketbook of the 
Colors on the Same Pattern. 











Buyer C. H. Beall has installed “The Swagger” pumps in his new 
Junior Modern Shoe Department 






De.icut 


with all of the “smart” character- 
istics of youth, and is made to sell 
at a price several dollars under 


great majority of the “New Mod- 
erns.” Its value to the retail shoe 
merchant as a part of his stock 
for spring and summer is that it is entirely novel in 
its lines, as well as being “chic” and refined. The 
“Swagger” lends itself admirably to special trims, in 
which the new “modernistic” angles, curves and colors 
are worked out on window backgrounds, or “modern- 
istic” display blocks. It is a shoe that is easily fitted; 
its “masque” strap “floats” lightly from the shank of 
the shoe. There are so many color combinations of 
the costume which are reemphasized in the “Swag- 
ger” that the smartly dressed young woman has no 
difficulty in chogsing a shoe of this “family” 
for her harmonizing ensemble. The “Swag- 
ger” is “at home” in the new “Junior Mod- 
ern” departments of any shoe store in the 
land, but its sales appeal, both from the in- 
terior, or from shop window, is the more be- 
witchingly made if it “bows” in its debut to 
the big bevy of up-to-the-minute girls in 
every community from a “modernistic” trim. 
“Swagger” in name as well as in theme, 
this new shoe fits in well with the modern 
trend in feminine apparel. Filled with dare 
and dash, it is a 
pretty complement to 
the light, airy and 
graceful clothing 
worn by the modern 
miss, who always en- 
deavors to be two or 
three jumps ahead of 
“now.” It has the 
speed and dash of a 
modern motor car. 
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Getting More Shoes Sold Right 





All Eyes Upon “Retail” 


ANY shoe merchants have of late been en- 

joying the visits of tanners and manufac- 

turers in search of direct information at retail. 

Merchants have shown men from other branches 

of the industry the actual situation at retail. This 

is mighty good social and business contact at this 
time of the year. 

It also illustrates very pertinently the fact that 
every tanner and manufacturer should have a 
definite interest in the sale of shoes at retail, pair 
by pair, to the customer. No industry moves any 
faster than its slowest unit. The movement of 
shoes at retail is of vital*importance, not only to 
the merchant’s profit, but to the progress and profit 
of the rest of the trade. 

When manufacturers and tanners sense the im- 
portance of the sale of shoes at retail, they stand 
ready to lend hearty cooperation to that necessary 
function in merchandising. When manufacturers 
definitely appropriate funds for advertising in 
and around the community served by friendly mer- 
chants who carry their goods, it is also another 
chance movement. 

All this helps move shoes from the shelves of 
merchants. It also indicates a real appreciation 
of the merchant’s function in shoe distribution. No 
manufacturer likes to see sluggish retail business. 
All eyes are on the retail stores of this country to- 
day, for this week, the week before Easter, has in 
the past, topped all records of sales at retail the 
country over. The cooperation of the manufactur- 
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shoe in the better sale of footwear at this time is 
most important. It is almost axiomatic—the first 
six months of the year develops profitable business 
at retail—while the latter half holds its own. 

Let us emphasize the importance of sales at re- 
tail and also of good weather in springtime for 
bright, sunny days in April and May has a direct 
ratio to sales at retail. 


First ‘‘Chain” to Raise 


NE of the stumbling blocks that has been ever 
present in the shoe price situation has been 
the thought—“the public will not believe it until 
the chains raise their prices.” Chain stores may 
have certain advantages that independent retail 
merchants have not, but if higher leather prices 
are to be the basis of higher retail shoe prices (in 
the grades that represent the most volume in pairs) 
then the chains must feel increased leather prices 
equally with the independently owned stores. 

Here is good news: One outstanding chain or- 
ganization, Feltman & Curme, operating eighty- 
one stores from Coast to Coast, increased all $5 
shoes to $5.50, $6 shoes to $6.50 and men’s kanga- 
roo shoes from $6 to $7. 

The first advertisement is worth examination, 
because it makes no mention to the public of a 
price increase. Smart style carries the idea, and 
the new prices are cleverly inserted into the pleas- 
ing picture of the ad. The manager of the St. 
Louis store says, “Not a sale has been lost since 
the price change has gone into effect.” 

What a mistake it would be for any organiza- 
tion, chain or independent, to cheapen its quality. 
A good shoe, no matter what its price at retail, 
should be well balanced in all its ingredients. Make 
no serious error by destroying quality and the pub- 
lic’s approval of your store’s merchandise, for want 
of the courage to ask a better price. The price for 
style is not a debatable point when a woman has a 
desire for that shoe. It is not even necessary to 
bring up the “reasons-why of leather costs,” be- 
cause style gells the goods. 


Sizes Win Sales 


OME of the best editorials we get right from 
the field. Harry M. Jacobs of the Jacobs Shoe 
Stores, Inc., North Carolina, says, “The best mes- 
sage I can give fellow shoe merchants is, regard- 
less of temporary bad local conditions, keep the 
stock on your shelves right up. Have plenty, or 
rather, enough, good sizes and styles at all times.” 
“For want of a size the sale was lost”— is a good 
slogan to put up before every buyer. Cleverness ol 
the fitting floor can do wonders, but it cannot over- 
come the handicap of “no-sizes.” Many a customer 
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has come in for black shoes and gone out with a 
rose blush, but nothing takes the place of sizes. 
The store’s advertising, window and location may 
bring in a customer, but the only thing that will 
make a repeat sale is the right size. 


The Store and the Public 


HE point of greatest emphasis today is mid- 

way between the merchant and the public. The 
machinery of industry is pretty well lubricated in 
all of its movements in the making and distribution 
of goods to the retail store. But between the store 
and the public is a gap that needs a lot of atten- 
tion. To make possible the merchant’s understand- 
ing of the public, and the public’s acceptance of the 
merchant, is our major problem, week in and week 
out, throughout the year. 

In a year’s publishing of the Boor AND SHOE 
RECORDER, week by week, the merchant gets hun- 
dreds of ideas that are pushed into this gap be- 
tween the shoe stock and the public. It may be a 
selling idea that some merchant has found useful 
that can be readapted to another merchant’s meth- 
ods. It may be a phrase anywhere in the book that 
is adaptable to retail 
advertising. It may be ¢@* 
a window idea, and 
then, again, it may be 
a practical editorial 
worthy of reprinting 
for general distribution 
to the public. 

One little editorial in | 





the BOOT AND SHOE RE- 
CORDER of October 15, 
1927, has been reprint- 
ed so that not less than 
a million pairs of eyes 
have seen it. One man- 
ufacturer had it re- 
printed in an envelope 
stuffer to the tune of 
a hundred thousand 
copies. Another mer- 
chant used it in an ad- |} 
vertisement in a big 
city paper. We have 
proofs of its service- 
ability then, and it may 
have a double value 
now, so we reprint it 
herewith: 

_ “When a few square 
inches of leather wrapped 
around a cigarette lighter 
increases the price of the 
article $5, there must be 
something in the saying, 


‘Nothing takes the place of 
leather.’ 


“At a cost of 12 cents for @ 


of good ideas as ever. 


(Signed ) 


until then. 


seventy. 





one young. 








The Reason Why 


HUTCHINSON’S SHOE CO. 
Portland, Maine 


During my more than 50 years of association with 
the shoe business one of the things that I have en- 
joyed most is your splendid publication. 

My boys, who now do most of the work in our 
store, agree with me that the RECORDER is just as full 


We all feel that our subscription pays us the best 
dividends of any investment that we have. 


Yours very truly, 
EDWIN M. HUTCHINSON, Pres. 
+ & & 


No business man who keeps as well posted in 
modern business methods as Mr. Hutchinson does 
can consider himself an Old Timer. 

A man gets old when he stops learning—not 


Some men are old at thirty—some young at 


Reading and studying and knowing more keep 
Zot. 6 THEE 
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some simulated grain, or 18 cents for real reptile, these 
few inches of leather jump the price of the lighter $5. 
That’s making the eye pay a stiff price for the improved 
appearance of an article of vanity. There is more utility 
in a box of matches, but the trick lighter is all the rage, 
so its extra price is not resisted. 

“A man will think nothing of paying $12 for a lighter, 
and yell at paying $6 for a pair of shoes. If he hears that 
shoes have increased 25 cents a pair, he is in stubborn 
rebellion; but a few cents worth of leather multiplied fifty 
fold leaves him undisturbed. He will buy a metal safety 
razor at twenty times the comparison value of a similar 
useful article without protest. He will pay $40 for a ticket 
to see an imitation fight and almost no price to fight the 
pavement 200 days in the same pair of shoes. 

“Everything for effect—not one cent for the greatest 
value ever given—an article called upon to contribute more 
to health, comfort and happiness—a lowly shoe. It is high 
time that he were told where he got off. If he were to be 
made pay for a shoe in comparison to its real value, there 
wouldn’t be a pair sold in America under $25. If some 
of the things for which he spends money were to be used 
as the measuring stick, the figure would go higher. It is 
high time that he paid something for the brains used in 
designing, making and fitting the most wonderful article 
of general use—the American ready-made shoe. 


* * * 


oA MERCHANT who put on a sale just before 
Easter found after summing up that he had 
sold more regular than sale goods. Every reason 
for this condition was advanced by him excepting 
the real one—dislike and distrust of sales. Two 
sales a year, in proper season, calculated to clean 
up stocks, have come to 
be accepted by the pub- 
lic as legitimate and 
regular. Sales offered 
at odd times, too fre- 
quently, or just to 
speed up pairage and 
volume are losing out. 
You must have the very 
best of reasons for a 
sale and you must tell 
the people that reason 
in plain language. 


a>) 








* * * 
Apropos of “throw- 


ing words about,” did 
you ever hear the story 


of the colonel who 
spoke to a private as 
follows: 


“Now tell me what is 
your idea of strategy.” 

The buck private an- 
swered, “It is when 
you don’t let the enemy 
know that you’re out of 
ammunition—but keep 
right on firing.” 

Every word uttered 
by some people is a 
blank cartridge shot up 











President against the wall of fact 
—customer resistance 
NOW. 
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Were PERSONALITY Pays 








big Divipenps 


Here’s a California Store Whose Children’s Department Increased 
100 Per Cent Under the Management of a Woman Who 
Understands Kids—and Loves Them 


OR a good many years the Reliable Shoe Co. of 
F Fresno, Cal., maintained a children’s shoe depart- 

ment, but up until five years ago it was largely for 
accommodation purposes. The sales from the depart- 
ment were small and the net profits correspondingly 
small. 

Five years ago a new policy and attitude was taken 
toward the children’s department. J. H. Mittenthal, 
president of the company, realized that if success was 
to be made, responsibility must be placed. At that time 
Bertie Mittenthal was placed in charge of the depart- 
ment, and things have been humming ever since. 

The department, which occupies a small alcove in the 
back of the main sales room, is attractive decorated 
with Mother Goose pictures and cut-out animals which 
would delight any child. A number of small, inexpen- 
sive toys are always available to children. A musical 
chair, which has proved a great source of joy to chil- 
dren, is also a conspicuous part of the equipment. None 
of the equipment is expensive but all of it is interest- 
ing, which is of the greatest importance. 

However, equipment, toys and pictures for entertain- 
ment are not the most essential part of a children’s 
department. Shoe selling of any type requires person- 
ality, but in the children’s department it is indispensa- 
ble. Toys and pictures are only tools. It is the 
personality of the man or woman in charge of the de- 
partment which can make or break it. Miss Mittenthal 
has a keen appreciation of child nature. She under- 
stands and loves them. But, above all, she has patience 
—patience, the one quality absolutely essential when 
the child is the customer. It is this understanding and 
love for youngsters and patience which has been largely 
responsible for the success of the department. 

In this age, when parents cater so slavishly to the 
desires of their children, this young woman believes it 
a necessary part of the program to sell the child on the 
particular shoe being shown. The parent must be sold 
on the shoe, it is true, but every effort is made to show 
the child the interesting points. For example, let us 
suppose a small boy comes in with his mother. The 
features of the shoe which will interest the boy are 
pointed out—the shiny brass eyelets, the fine rubber 
heels and the sturdy strip up the back. All this talk is 
made directly to the child in a friendly and interesting 
manner. Questions regarding the fit and the wearing 
qualities, etc., are made rather aside to the parent. In 
other words, this saleswoman makes the child’s interest 
her point of contact. What the child is interested in 
is the question most vital to her. It is this type of 


‘a present we think you will like. 


contact—this idea of accepting the child as a little man 
or woman—which is building volume sales for the de- 
partment. 

But suppose that a mother brings her three-year-old 
child in. The youngster is fussy—won’t let anyone 
touch her, and cries. Even in cases as young as this 
Miss Mittenthal believes it necessary to sell the child— 
to win its confidence. The methods, however, differ 
somewhat from those used with older children. This 
patient saleswoman produces a toy windmill and with 
friendly patience invites the child to watch it “go ’round 
and ’round.” Or she may resort to showing off the big 
bear or the elephant which decorate the wall. Confi- 
dence is soon won through some ingenious method, and 
this is the biggest part of selling. 

Selling the child in this way demands adaptation. 
Each and every one presents a different problem—must 
be won in a different way. But through patience, 
prompted by love of children and true understanding of 
the child nature, Miss Mittenthal has proved equal to 
the task. 


HIS little manager wastes no time in recruiting new 

customers. A list of all births in the city is kept 
and in due time the proud parents receive a card which 
entitles them to a pair of shoes—the babe’s first—as a 
gift from the store. This gift offering is bringing 
dozens of proud mothers with their infants—it is in- 
troducing them to the store in general and to the par- 
ticular department. The reception which is accorded 
these mothers is turning a large percentage of them 
into regular staunch and loya! customers. It is making 
them store boosters. The firm has come to believe that 
the gift shoes are in reality an inexpensive form of 
advertising. 

When once a pair of shoes is sold effort is made to 
keep the children sold on the store. A record of birth- 
days of all children who have purchased shoes is kept. 
Then a “Happy Birthday” card is mailed to each child 
just before the big event. The card reads: “We want 
to help you celebrate your birthday, so we’ve picked out 
Just come into the 
store with this little card.” 

A wide assortment is kept on hand so that a gift 
suitable to the child’s age and taste is always available. 
The gifts are inexpensive little things, but the selec- 
tion for the individual child on entering the store is 
so careful that they are bound to please. By giving 
inexpensive things in this individual manner, there 
need be no strings tied to the gift as a shoe purchase. 
[TURN TO PAGE 83, PLEASE] 


April 7, 1928 











Qt © met & a em M 















April 7, 1928 







Z sill 


t ry i 
JEN 


GO ilthaainy 








N _indus- 
try is very 
slow to 


change its terminol- 
ogy. It took years 
of effort to bring 
about a discard of 
the terms “‘ittle 
gents’,” 
and 


classifications of a 
half century of use 


were thrown away at the last Styles Conference of the 


allied industries. 


Now we come to the use of new words and new 
The leader in this new movement is Maurice 
J. Yoskin, chairman of the Children’s Styles Committee 


(NAA 


thoughts. 


of the National Shoe Retailers’ Assvu- 
ciation. He says: 

“New classifications mean a lot to a 
store. A new spirit is coming in juven- 
ile departments, windows and advertis- 
ing. We now call children ‘young 
moderns’ or the ‘modern little sister.’ 
The child begins to feel her own impor- 
tance. Many a salesman has lost the 
friendship of a little boy by calling him 
‘Sonny’ when the lad would like to be 
called ‘Old Man.’ Many a girl has 
heard ‘Come here, child,” when she 
would like to be honored with the title 
of ‘Miss’ or ‘Little Lady.’ These little 
things may not seem to be important, 
but they are very important. 

“You cannot run a juvenile shoe de- 
partment today without giving it the 
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same attention you 
would a woman’s 
shoe department. A 
real children’s shoe 
business is to be 
envied. Some stores 
know how to achieve 
it, and their depart- 
ments are growing 
daily. Many a mer- 
chant goes at it in 
the wrong way. 

“He buys a few 


lines out of stock, puts them in the rear of his store, and 
expects to set the world on fire. 
in two or three kiddies from the suburbs and the clerk 
tells her that he can’t fit the children’s feet, or that 
this or that will have to be ordered, it is just like slap- 


When a mother brings 


ping the mother and the children 
straight in the face. That child ex- 
pects a pair of shoes then and there. 
The mother is ready to buy then and 
there. The shoe store is minus sizes 
and styles, lengths and widths, and the 
day is ruined completely.” 

Now we have come to the marvelous 
opportunity of the shoe business, ac- 
cording to Mr. Yoskin. The little girl 
from the age of twelve up doesn’t want 
to be called a growing girl. She wants 
to be termed a “Modern Miss.” Under 
the new title she buys four times as 
many shoes as she formerly did. Pre- 
viously the plain Mary Jane pump or 
broad toed oxford was purchased for 
her, because the parent would never 
consent to style, figuring utility was 
[TURN TO PAGE 82, PLEASE | 
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The (OLDEN Age 
of CHILDHOOD 


HE first footwear of children is more orna- 
mental than useful. This fact has developed 
a beauty of material and a niftiness of pattern 
that makes over-the-counter selling part of the 
sweetest business of the children’s shoe department. 

Soft soles are ornamental. When little tots ride 
around in automobiles, the dressy little shoe finds a 
sale which it did not possess a number of years ago 
when the theory was expressed that socks were 
sufficient. 

This season we are seeing all of the vivid colors, 
variety in fancy effects, and really a designation of 
infants’ shoes for morning wear, afternoon dress, 
outdoor wear, and now early evening wear. A range 
of these shoes on display illustrates clearly that 
picture. 

The next move along in children’s shoes is in 
first step footwear. A little more substance on the 
sole and a little heavier weight on the upper. Modern 








shoe building combines the right last and smart ma- Yj ; 
terials, because style carries on in this division. AL 
Season by season we note the passing of boots even AD 
in children’s footwear. R i 


The interest in oxfords and low strap effects goes 
through the entire range of children’s shoes from 
cradle age up to children’s, junior misses’ and misses’. 

We illustrate on this page four advance styles in 
baby footwear in a diversity of materials and pat- 
terns. 
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STEP sy STEP 
into STYLE 


HERE is a need in the next classification of 

shoes for substance under foot. In sizes up to 

eleven expect the greatest foot activity of 
childhood. New pattern lines are being developed, 
but old lasts are retained. 

A change from one season to another is slow and 
gradual. The classic oxford is changed into a three 
eyelet, waist line tie, or perforations are inserted for 
the summer season. Straps and novelty effects in 
straps are particularly good this season for little 
girls. As one of the extremes for dress wear the 
mule type pump is coming into demand. 

The style trend is as follows: 

For General Wear—Patterns for misses (sizes 
2% to 8). Ties, oxford, straps and gore effects. 

Patterns for junior misses (sizes 1114 to 2) and 
children, oxford and straps. 

Leathers for misses (sizes 2%4 to 8). Smooth and 
boarded leathers. Patent and the newer novelties, 
whites. 

Leathers for junior misses (sizes 1114 to 2) and 
children, Elks, smooth and grain leathers. 

For Sport and Play: 

Patterns—Moccasins, shield tips, plain toes, 
brogue effects and sandals. 

Leathers: Elk, grains, tan, smokes. 





Fancy tie type 


















New pump type 
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Summer sandal type 


One strap type 


New mule pump type 
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SAUCY Style TREND 


in MiussEs’ Shoes 


ANDALS in a wide variety of materials as the 

extreme of style in novelties, will highlight 

the coming summer season in misses’ footwear. 

You can go the limit. We merely show three stan- 

dard developments. First, the sandal, and we put 

it in a basic material, but it can be varied all the way 

from white to lusterized kid; a new one strap, and 

be it known nationally that no shoe is more youth- 

ful or attractive to the little girl than the one strap, 
either with the low Mary Jane heel or up to 14/8. 

The final development is the mule type pump, 
which is typically youthful and we show it in a 
combination of leathers and materials. 

Go the limit in this range of shoes, because misses’ 
sizes run from 2% to 8 and there is every possibility 
of profit to the store and pleasure to the little miss 
in this range. 

For Dress Occasions: Patterns for Junior Misses 
(Sizes 11% to 2) and Children—straps, ties and 
step-in gore pumps. 

Leathers: Patent, colored leathers, whites. 

Misses (Sizes 2% to 8), straps, ties, step-in gore 
effects and pumps. 

Boys and Youths: Junior Boys (Sizes up to 2). 
Boys (Sizes 2%4 and up). Follow the trend of men’s 
shoes, with plenty of sport effects in leathers, lasts 
and patterns. 
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T tio International Exposi- 
tion of Art in Trade, 
which was held during 
March in the store of the Jordan 
Marsh Co. of Boston, invaded 


the shoe department of this es- 
tablishment with a collection of 


diminutive, yet perfectly fashioned, footwear models, 
the creations of R. De Minico, shoemaker-de-luxe and 


sculptor, of the Riviera. 


The fifty fairy-like models exhibited were first shown 


in 1927 at the “Semaine de Cuir” 
(Leather Week) in Paris. The 
smallest, pictured at the top of 
this page, is five centimeters long 
(a centimeter is about two-fifths 
of an inch). 

R. De Minico can make a shoe 
measuring but an inch from toe 
to heel and with as perfect pro- 
portioning and balance as_ to 
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Tiny Shoes and Gnome-like 


Footwear Seen at Boston 


Expos ition 


RECORDER 


" Luand » LILLIPUT 


tread, heel to ball measurements, 
and height of heel, as a regula- 
tion size 6 or 7B. And he sees 
to it that the latest patterns, 
such as_ one-straps, center 
straps, ties and pumps are pre- 
sented. 


His materials are strictly modern, as he cuts snake- 
skin, lizard, suede, kid and fabrics. One of his tiny 


shoes has six different kinds of snakeskin employed in 





Carved from solid marble 


its construction. 


For the stitching of these five-centi- 


meter-and-up shoes he uses the 
finest of “cambric’ needles; the 
straps are fastened carefully with 
stitched buttonhole and tiny but- 
ton of about a pin-point in diame- 
ter. 

Just for fun, he has given some 
of his tiny “children” two toes, 
the “solo” heel balancing exactly 

[TURN TO PAGE 82, PLEASE ] 
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SCHOO L- 
HOUSE in a de- 
partment store! 


And such a fascinating 
Little Red School House that 
its appeal has already proved 
overwhelming. It is fast 
becoming an institution, and 
serves to teach both children 
and their parents foot comfort, service and economy. 

The Little Red School House is the definite outgrowth 
of the vision of A. J. Pettus, manager and buyer of 
shoes for Rhodes Department Store. 

Mr. Pettus realized the value of intriguing the im- 
agination of the children as a powerful appeal to the 
parents. Being confident of the value and service of 
his merchandise, he capitalized on the Little Red School 
House for Little Red School House shoes. 

Carpenters built a sturdy school ten feet wide and 
fifteen feet deep. It was glorified by a chimney and 
belfry. A platform four feet square serves as an ap- 
proach. The white door, flanked by its two windows on 
either side, is always open. 

One then ascends two steps to the linoleum floored 
schoolroom. Two windows with blackboard between 
cover the end wall. The sides of the room are open, 
and the floor raised about twenty inches above the level 
of the floor of the department. 
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Appealing to the Kids’ Love 

of Make Believe Has Won 

Success for the Rhodes Store 
in Seattle 













Wana oa 


Hit 
Weal 


Along either side, their 
seats facing out, are rows of 
regulation school desks pro- 
cured from the School Board. 
There are ten in all. Spaces 
between, sufficient for the 
children to pass down the 
aisles and be seated at the 
desks, further bring out the 
correct atmosphere of a conventional school room. 

Careful fitting with an eye to the greatest comfort 
and service are stressed, and the child is urged to be 
sure the shoes feel right. At the conclusion of the pur- 
chase, the little customer is presented with a tiny book 
of stories and one with pictures to paint. 

Outside, in front of the school, more mature chairs 
serve the older children, for Little Red School House 
Shoes are carried in all sizes, including college age. The 
stocks are attractively arranged along the outer wall of 
the department, and outer. edges of the cases have been 
painted red to harmonize with the general atmosphere. 
Uniform boxes or cartons make this display an attrac- 
tive one. 

The Little Red School House opened when the chil- 
dren were being outfitted for their return to school class 
rooms, and was tied in with an attractive window trim 
and clever school house cuts in the “Rhodesa Junior” 
advertising section of the papers, calling attention to 
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the fact that the entire fourth floor was devoted to 
completely outfitting the little people for school. 

In addition, a really humorous hour was broadcast 
over Radio Station KFOA, called the “Little Red 
School House” program and stressing the “Country 
Skule” idea. This was neatly tied in by the an- 
nouncer with the Rhodes Little Red School House. 

It is difficult to estimate the full drawing power 
of this one merchandising idea. Every youngster 
who has once had the thrill of fitting shoes in the 
Little Red School House demands to buy his or her 
next pair there. 

Every child coming into the department gravitates 
unerringly to its open door. Mothers inspecting the 
merchandise are glad to please the children and get 
more or less of a “kick” out of the novelty themselves. 
Sales have been more than double the anticipated vol- 
ume and the Little Red School House will continue to 
be a permanent hall of learning at the Rhodes store. 


Each Child Wealthy 


[CONTINUED FROM PAGE 67] 


tremely difficult to raise the price by at least fifty 
cents per pair. If, however, the “hashed” system of 


RECORDER 


The best part of selling to kids is that 
once you have appealed successfully 
to their imagination, or have won their 
love, you have done about all that is 
necessary to have them rooting on your 
side. Hence the prevalence of toys, 
swings, souvenirs, etc., in many chil- 
dren's departments. Even the X-ray 
machine has an attraction value in ad- 
dition to its practical value as an aid 
to fitting. And, if merchandise is up 
to standard, mothers would far rather 
take their children where they want to 
go. It’s easier. 





prices has been in effect, with values from $3 to $8, 
it is possible to push the customer up 50 cents or 
$1.00. The fixed price has no place in the children’s 
shoe department, in view of conditions in the material 
market, and also the necessity of keeping sizes and 
widths, and giving real service. 

Never forget that one-third of the inhabitants of 
the United States are below the age of fifteen, and 
that potentially this market is able to spend more 
money for shoes, not pair by pair, but in the aggre- 
gate annual shoe wearing, than some of the other 
divisions of trade more sought by the merchant. 
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HE styles conference of the 

allied trades, at which fall 

and winter style trends will 
be discussed, is to be held in New 
York City, April 12. On April 16, 
four days later, merchants from 
every part of the southeast will 
assemble at Birmingham for the 
annual convention of the South- 
eastern Shoe Retailers’ Associa- 
tion. . 

There they will hear not only 

the report:as the allied styles com- 
mittee drafts it, but will have it 
explained to them in terms of their 
own needs by George E. Gayou, 
associate editor of the BooT AND 
SHOE RECORDER. 
i This is just one of the many 
features of the most unusual con- 
vention which has been planned by 
the committeé in charge. Other 
features, previously announced, 
will be style shows conducted dur- 
ing the early morning while the 
delegates are enjoying a regular 
_ buckwheat cake breakfast pre- 
'> pared by real Southern mammies, 
a giant barbecue; style and mer- 
chandising talks by experts, etc. 

The committee in charge has 
been successful in arranging for 
reduced railroad fares. Dele- 
gates intending to take advantage 
of this reduced round trip fare 
are urged to secure from their 
local ticket agent, when purchasing their transporta- 
tion to Birmingham, the regular certificate form which 
raliroads have for that purpose. This certificate, 
') validated at Birmingham, allows the reduced fare to 
apply on the return ticket. 

Final arranagements for the convention were dis- 
cussed at a banquet held March 27 at the Hotel Bank- 
head and attended by Birmingham merchants and 
their wives. The latter will form the reception com- 
mittee for ladies who attended the convention. 

The complete program follows: 


SUNDAY, APRIL 15 


8.30 A. M. to 8.00 P. M.—Registration. Lobby of Hotel 
Tutwiler—Registration Desk. 


MONDAY, APRIL 16 


8.30. A. M. to 6.00 P. M.—Registration. Lobby of Hotel 
Tutwiler—Registration Desk. 

7.80 A. M. to 9.30 A. M.—Free Country Style Breakfast in 
Dining Room, Hotel Tutwiler. Admittance by ticket 
book only. 

Invocation by Dr. Henry F. Edmonds, Pastor Independent 
Pres. Church. 

» 8.30 A. M. to 1.00 P. M.—Buying and Inspecting of Samples. 

Official Welcome to Birmingham by President, City Com- 
mission, James Jones. 
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Dancing girls are to furnish some of the 
entertainment at Birmingham 
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Buckwheat CAKES and STYLES | 
Both HOT 


Report of Allied Conference 
to Be Feature of Birming- 
ham Convention 


1.00 P. M.—Luncheon, Shoemen and 
Traveling Men, Style Show 
During Luncheon. 

Response Address—T. J. Crittenden, 
Birmingham Retailers Wel- 
come. Title and Purpose of 
Convention. 

Response (3 min.) George Bussey, 
Past President, Georgia. 
Response (3 min.) Nathan Marlow, 

Director Alabama. 

Response (3 min.) W. W. Alvey, 
Birmingham Association. 

2.30—President’s Address, W. E 
Shine. 

Address—George E. Gayou, Asso- 
ciate Editor BooT AND SHOE 
RECORDER, with report of Al- 
lied Councils Recommendation 
ames and styles for 
a 


Open Forum—J. D. Steele, Presid- 
ing—Subject “Style”. 
Children’s Shoes—Led by Mack 


arp. 
Hosiery—Led by Sam Edison. 
Men’s Shoes—Led by Charles Brady. 
Address—Mose Cohen, Nashville, on 
“The Wholesalers’ Position in 
the Shoe Business Today”. 
8.30—Smoker and Buffet Luncheon, 
Main Ball Room, Hotel Tut- 
wiler. Admittance by ticket 
book only. 


TUESDAY, APRIL 17 

7.30 to 9.30 A. M.—Free Country 
Style Breakfast, Dining 
Room, Hotel Tutwiler. Admit- 
tance by ticket book only. 

8.30 A. M. to 6.00 P. M.—Registra 
tion. Lobby of Hotel Tutwiler 
—Registration Desk. 

8.30 A. M. to 1.00 P. M.—Buying 
and Inspecting of Samples. 

1.00 P. M.—Luncheon, Main Ball Room, Hotel Tutwiler, 
Shoemen and Traveling Men. Style Show During 
Luncheon. Admittance by ticket book only. 

2.30 P. M.—Business Session. 

Address—Mr. Ernest Burrill, “Men’s Shoes.” 

Address—Seymour Troy, “Ladies’ Styles.” 

General Discussion. 

7.30 P. M.—Banquet, Highland Country Club. Nathan Mar 
low, Toastmaster. 

Address—Fraser M. Moffatt, President Tanners Council of 
America, on “Leather”. (Mr. Moffatt’s address will 
be broadcast by radio.) 

Address—Howard Stephens, of Johnson & Stephens Shoe 
Co., St. Louis, on “How to Make More Money Out 
of the Shoe Business with Style.” 

Shoes.” 

Vocal Solo—Mr. and Mrs. 
Reiss, Birmingham. 

Vocal Solo—Mrs. Julian Schwartz. 

Funny Boys Doing Funny Things—Lee Steele and Hubert 
Steele assisted by Eddie Greenwald, Birmingham. 

10.00 P. M.—Style Show, Dance Following. 

Trip Through the Steel Mills Tuesday 3.30 P. M. for In- 
spection of Steel Making, (for those who wish to go). 
Kindly inform registration desk before 1.00 Tuesday 
if you desire to make this trip. 


WEDNESDAY, APRIL 18 


7.30 to 9.30 A. M.—Free Country Style Breakfast, Dining 
Room, Hotel Tutwiler. Admittance by ticket book. 


Alexander Reiss and Estelle 
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8.00 A. M. to 1.00 P. M.—Buying and Inspecting of Samples. 
11.00 to 1.00 P. M.—Election of Officers of S.S.R.A. Choos- 
| ing of next Convention City. 

j 2.00 P. M.—Barbecue Luncheon, Pizitz Farms. 
; sports, contests, prizes. 


The program for women follows: 
; MONDAY, APRIL 16 


12.30—Luncheon Hotel Tutwiler. Mrs. Nathan Marlow— 
Ca. Mrs. Joe Dannes, Mrs. Hubert Steele. 








Games, 


: 2.00 P. 
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11.00 P. M.—Supper at Hotel Redmont. Mrs. Dave Fine- 
field, Chairman. i 


TUESDAY, APRIL 17 


Meet at Hotel Tutwiler 9.30 A. M. Mrs. Phillip H. Ripko, 
Chairman. Mrs. A. Reiss. Mrs. W. E. Shine. 

Sightseeing through T.C.I. Plant. 

2.30 P. M.—Luncheon at Old Mill. Mrs. Joe Dannes, Chair- 
man. Mrs. Dave Finefield. Mrs. W. E. Holsten. 








M.—Sightseeing Tour. 8.00 P. M.—Banquet. 
5.00 P. M.—Tea at Ward’s Home “Vestavia” on Shade’s 
Mountain. Mrs. Herman Rich, Chairman. Mrs. WEDNESDAY, APRIL 18 
Nathan Marlow. ; 
6.00 P. M.—Alabama Theatre. Mrs. Harry Israel, Chair- Shopping Tour—Mrs. Charley Abrams, Chairman. Mrs. 
man. Mrs. W. E. Holsten. Sydney Kaye. Mrs. Harry Israel. 
TYPICAL morning shoe selling talk “movie” by at the fitting stool), Margaret Hutchinson, W. R. 


Buyer C. H. Beall of the R. H. White Co. shoe 
department. Mr. Beall is standing at the extreme right. 
Next to him is Assistant Buyer Elmir Millet. Reading 
from right to left in the front row are: George Clark, 
floor superintendent; Agnes Raftery, Jane Caslin, Belle 
Douglas, Roberta Litchfield, Sally Fritter, Catherine 
Cary, Dorothy O’Neill, Mary Ballinger, Walter Chand- 
ler, Anna McFarland, W. W. Luce (credited with being 
the oldest shoe salesman in Boston—59 years of service 


Taplan, Ella Gay, and Buyer Beall’s new assistant, J. O. 
McKenna. Standing (reading from right to left) are: 
Catherine Protopapas, W. R. Clarke, T. F. Mac- 
Donald, L. Norman, W. Landsman, C. J. Cronin, P. 
Kirkham, David Molin, Roy Sheinwald, Parke Snow, 
William Glennon, Adrian Bax, Laura Soulnier, Nellie 
Finneran, Walter Walsh, Catherine Sweeney, Ellen Raf- 
tery. Buyer Beall’s reflection may be noted in mirror 
at left back of photo. 























[he Trend of Hide Prices 
Packers Packers Packers 
Week Heavy Branded | Heavy Texas| Chicago City 
Ending Native Steers Cows Steers Calf Shins 
i 2615 24 26 25 -38 
——....... 24 22 24 2415-32 
a: 06.......... 231, 22 23 24 -82 
Feb. 25.......... 231%, 29 23 24 -80 
a 2........ 23 21 221/, 22 -28 
March 10......... 23 21 221/y 21 -29 
March 17......... 23 21 221, 23 -30 
March 24 24 221 2315 24 -301%4 
March 81......... 25 24 2415 25 -30 
ot 15 13% 141% 141%-18Y% 
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Footwear Fashion’s 


sight of completely. This spring maid will use soft, 
sheer fabrics. Her princess slip will remain knee 
length, though the outer skirt may be made longer 
and fuller than formerly. This evolution of the truly 
feminine in style is noted in the use of the pastel 
shades—yellows, soft blues and pinks. 

After the final round of applause, the guests stayed 
for tea. The Assembly Room of the grand ballroom 
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Now Comes the ““Wee 
| Modern” 


[CONTINUED FROM PAGE 73] 


everything. Little girls today have grown-up ideas. 
They get what they want and the parents seem to go the 
limit. This modern little miss buys more pairs of 
shoes than the adult. 

In a “wee” modern department new types of shoes 
are appearing. They hold to the fundamental last, but 
have smarter leathers and trimmings. There is a saucy 
sparkle to these shoes. The heel heights run from 8/8 
to 14/8. The amazing thing sometimes is to- see the 
interest taken in these shoes not only by youngsters but 
by young ladies and older women who like low heels and 
try to make their feet look youthful. 


From the Land of Lilliput 


[CONTINUED FROM PAGE 77] 


with either toe. Another “Lilliputian” has its heel 
attached underneath the sole at the toe; still another 
has a turned-up toe. To 
show how carefully he 
plans these “freaks,” as 
well as his “regulars,” he 
hews from maple wood a 
last for each. This collec- 
tion shows the two-toed 
last, as well as the turned- 
up toe last. There is also 
a hip-length stocking form 
displayed. 

And then the marble 
shoes! R. De Minico has 
carved an ensemble for 
men, consisting of oxford, 
hat and cane. Close beside 
this group is a riding boot, 








GN 








with artistically sculp- , 
tored top. A woman's per pair for resale. 
pump is rhinestone 


stock, 


beaded. White silk cords 
are employed for lacing 
the marble oxford and 
blucher models. Altogether 
this exhibition was _in- 
structive and stimulating 
to those interested in shoes 
and to the public. 


$3.95. 


a 
They Want to K now 


Merchants ask us where to buy shoes and 
other store merchandise. 
list the following typical inquiries: 

H-1132 Wants women’s turn shoes to retail $6 to $7. 
H-1133 Wants men’s tan gaiters. 

H-1134 Wants men’s 6 to 10 button leggings. 
H-1135 Wants Deauville sandals. 

H-1136 Wants women’s novelties to retail $3.50. 
H-1137 Wants hosiery repair machine. 

H-1138 Wants boudoir slippers in quantities at $1 


H-1139 Wants men’s hand turned slippers from 


H-1140 Wants women’s novelties retail $2.98 to 


Interested parties may have names on re- 
quest to Information Department, Boot 
and Shoe Recorder, 207 South St., Boston, 
Mass. 





































Premiere Attraction 


[CONTINUED FROM PAGE 68] 


was decorated with leathers from the Hunt Rankin 
Leather Company and the Amalgamated Leather Com- 
pany, with about 500 shoes, including fashion welts, 
of Laird Schober & Company, and ornaments from B. A. 
Ballou & Company. 

This society fashion show demonstrated that it was 
entirely practical to carry the shoe style show to the 
people, to the profit and prestige of the industry. 


New Use Found 
For Old Tires 


Old automobile casings are not wasted in Greece 
or Mexico, according to reports made to the Depart- 
ment of Commerce. In these countries automobile 
casings supply certain classes with footwear. 

During the last four years, old casings in Greece 
have been used as shoes in gradually increasing 
number until now it is estimated that at least 50,000 
are imported annually through the port of Saloniki. 
Unlike Greece, Mexico has a large consumption of 
automobile casings and is not so dependent upon out- 
side sources. 

Old automobile casings are reported in particular 
demand for the making of footwear for the peasants 
in Greek Macedonia and Thrace. The tcharik, a rough 
footwear of Greek villagers, was composed formerly 
of a strip of leather held around the foot with a 
leather lacing passed several times around the ankle 
and calf over the thick stockings. Now strips of rub- 
ber casing have completely supplanted the leather, it 
is declared. A hide tcharik lasted only from one and 
one-half to two months, 
whereas the rubber tcharik 
wears from eight to twelve 
months. 

Although much more 
tiresome to wear than the 
hide tcharik because of its 
weight, the rubber one 
quickly gained popularity 
among villagers owing to 
its economy and the better 
protection from dampness 
afforded the feet during 
winter. Tire tchariks are 
retailed at from 40 to 50 
drachmas, or 4% to 5!» 
cents, per pair. One old 
casing yields three pairs. 

In Mexico old automo- 
bile casings have also 
found a use for footwear, 
known by natives as gua- 
raches. They are made 
simply by cutting a piece 
of rubber into the shape 
of the sole and attaching 
it to the foot by means of 
leather thongs. 
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In this space we 
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B USINESS 
B 


Fitting the Youngsters to Toe 
Slippers Ties Them to 


the Store 


specialty, selling them regular footwear is easy. 

It all lies in the proper handling of the specialty. 
One of the reasons why Weiner’s Juvenile Shoe Shop, 
Newark, N. J., has trebled its shoe business in the last 
few years is that Mrs. Weiner, the proprietor, has made 
a specialty of ballet slippers and her store is known all 
over the city as one place where children’s dancing 
shoes can be obtained. 

Newark, a city of more than a quarter of a million 
population has a dozen ballet dancing schools, with an 
enrollment running into the thousands. By catering 
to the whims of the dancing teachers Mrs. Weiner finds 
it easy to obtain lists of students, which are then cir- 
cularized. This brings the children and their mothers 
into the store, and once in they are sold not only dancing 
slippers but other footwear as well. 

The handling of ballet slippers by juvenile shoe stores 
is a growing movement, largely because the teaching of 
ballet dancing to children all over the country is growing 
at such a rapid pace. There are dancing schools in 
almost every town of 1000 population and over, and in 
the smaller communities where no school is available 
lessons are taken by mail. One leading manufacturer 
of ballet slippers estimates that there are at least 10,000 
schools giving ballet instructions to children in this 
country. This means that close to 2,000,000 children 
are taking dancing lessons, not all with the idea of be- 
coming professional dancers but as a part of their 
general education. Special shoes are required, of course, 
and in this lies the opportunity for the progressive shoe 
merchant to tie the children closely to his store. 

Another favorable point is the fact that parents who 
are sufficiently well off to give their children dancing 
lessons are the kind who will spend real money for 
footwear for these same children. The dancing lessons 
have focused their attention on their children’s feet 
and they are ready prospects for high-grade footwear 


[: you can get the children into your store for a 
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Window of ballet slippers in Weiner’s Juvenile 
Shop, Newark, N. J. 


that will allow their children’s feet to develop properly. 

These basic ideas are the ones that Mrs. Weiner has 
developed so well in her own store in Newark. In ad- 
dition to a complete line of ballet slippers she carries 
a wide variety of children’s shoes and makes a speciality 
of proper fitting. 


Where Personality Pays Big 
Dividends 


[CONTINUED FROM PAGE 72 


This type of gift, without strings, is building confidence 
—is building sales. 

When a purchase is made in the children’s depart- 
ment a suggestion is usually made in regard to socks 
for the children or reference to other departments in 
the store might be made. These simple suggestions 
have turned many a sale in other departments. Very 
often it is suggested that the mother leave the child 
to play with the toys in the children’s department while 
she visits other parts of the store. This often gives her 
a moment of relief and relaxation, for she knows her 
child is being well cared for, and so she lingers longer 
in the store and purchases more. 

Here, then, are shown reasons for the large increase 
in sales volume enjoyed by the children’s department of 
the Reliable Shoe Co. Children are being sold, not only 
on the particular shoe which they are shown but on the 
institution as a whole. It is a program which is bring- 


ing these little customers back for a second, a third and 
a fourth purchase—it is building a permanent follow- 
ing. And many a parent has become a purchaser in 
the adult department by the introduction through the 
children’s department. 
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An Oxford of English Type 
A Fitter—A Seller 





IN STOC Send for Our Catalog—Showing 
Other Unbranded Stock Shoes 


No. 80 Russia Calf Oxford, Rubber Heels, 


AB7toll,CD6toll........ $6.00 
No. 81 Black Calf Oxford, Rubber Heels, 
AB7tol1l,CD6toll........ $6.00 SHOR 
1864 
HeEywoop Boor & SHOE Co. 
MANUFACTURERS OF MENS FINE SHOES NEW YORK—475 Fifth Ave. 


WorRCcESTER, Mass.ViS.A. at Forty-First St. 
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fashion ideas in European style centers 
which makes this organization the 


trusted and valued auxiliary of many 


Discretion is the better part of style— 
and styling. 

It is the tested discrimination of Con- 
away-Winter-Ochs in gleaning new 


important shoe manufacturers. 
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LAPE & ADLER STYLE. 
BLACK PATENT, TRIMMED 
WITH AURORA LUXITE 
Cofor Swatches on Request 
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TODDLER WELT 
A new flexible shoe for a child 
starting to walk. 

Spartan non-skid soles. 
Patent, 2-6, C, 
Elk, 2-6, C, ’ . 
White Calf, 2-6, C, D, E.. 


Goodyear Welt Boot 
Spartan Soles 


Patent and Colored Elks 


“a me B..... 
“8, & CG OD. &....... 


HILDA 
Welt 
French Bound 
Oak Soles 
11%-2, 6/8 Leather heel, 
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Cradle to College Shoes 


ACKED by an experience of 

55 years in fine shoemaking 
and incorporating the latest refine- 
ments of the art in process—style and 
service in juvenile shoes. 


This Season’s New Features: 


A big misses’ 2%-4 run at 25 cents 
over the regular misses’ 11%-2 run. 


Child’s Spring Heel run 8%-12. 
Infants’ Special Toddler Welt process 


with flexible Spartan soles in sizes 2-6. 
Factory located in the New York 


manufacturing district and central for 


efficient transportation. 


Send for Stock Catalogue. 


Yhe 


H.W. MERRIAM 
SHOE COMPANY 


NEW TON —NEW JERSEY 


Goodyear Welt 
Spartan Soles 
Patent and Coffee Elk 
BE, GB Bicceesccces RS 
8%-12, B, C, D, E....... 3.80 
12%-2, 6/8 half rubber 
heel, B, C, D.... 3 


PRIDE 
Turn 


8%-11, Spring heel, B. C, 
$2.75 


. ere 3.35 
2%-4, 9/8 Wood heel, A. 
B, C, + 3.85 


1114-2, 6/8 Leather heel, B. 
Cc, D 
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Coot Sriend Shoes 


ACCEPTED BY 1012 RETAILERS 
IN LARGE AND SMALL CITIES 


The Wieboldt Stores in Chicago are 
the largest advertisers outside of the 
“Loop and exceed many in the 
“Loop.” We are gratified to have 
FOOT-FRIEND shoes accepted by 
them for their leading line. This roll 
call by states proves that Foot-Friends 
are adaptable to towns and cities of 


any size. 
Alabama 5 Missouri 17 
Alaska 1 Montana 18 
Arkansas 18 Nebraska 18 
California 29 New Hampshire 3 
Canada 12 New Jersey 29 
Colorado 10 New Mexico 2 
Connecticut 6 New York 39 
District of Columbia 1 North Carolina 31 
Florida 23 North Dakota 5 
Georgia 23 Ohio 100 
Hawaii 1 Oklahoma 50 
Idaho 5 Oregon 6 
Illinois 91 Pennsylvania 63 
Indiana 32 South Carolina 16 
Iowa 45 South Dakota 11 
Kansas 28 Tennessee 11 
Kentucky 14 Texas 60 
Louisiana 8 Utah 8 
Maine 8 Vermont 5 
Maryland 5 Virginia 15 
Massachusetts 13 Washington 16 
Mississippi 10 West Virginia 24 
Michigan 24 Wisconsin 32 
Minnesota 15 Wyoming 6 


If you want the information on which they 
based their decision to take the Foot-Friend 
agency—write 
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THE LAPE & ADLER COMPANIP“* 
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FootYriend Shoe 


MERCHANDISING PLANS GAIN NEW 
CUSTOMERS IN ANY SIZE TOWN 


March 12th to 17th was Foot-Friend week at Wieboldt’s Three stores—Chicago. 
































are 

th This growing firm caters to all classes of people, indicating that they consider 
° Rae 

the Foot-Friends capable of gaining and holding the trade of a varied class. 

ave 

“ THE WIEBOLDT STORES 

— On Ashland Blvd.Near Madison On Milwaukee Ave.Near Ashland On Lincoln Ave. Near Beimont 


nds 


¥ Women’s “Foot Friend” Shoes 


A New Type of Fashionable Footwear Incorporating 


the Famous Dr. Hiss Cuboid Balancer— 
‘OU will recognize a new standard to judge shoes 
- by when you TRY ON. WEAR and ADMIRE 


“FOOT-FRIEND” shoes, during the week we have 



















































17 set aside to introduce these shoes 
18 FITTING COMFORT STYLE 
18 Depends on correct Depends on Depends on color, har 
lasts, a full range of correct FIT, mony and design. 
3 — of the sales- and whether “FOOT - FRIEND 
“ the shoe is are offered in 
29 FRIENDS" in stati | ANATOMI- | an ‘the invest. pattern | 
cize range. And our | CALLYCOR and colors, and styled 
2 salespeople are experts. RECT. for all occasions. 
39 “FOOT-FRIEND” shoes are so constructed that they SUP- 
PORT all of the weight-bearing force placed on the feet and @ 
31 ,at the same time do not hamper free circulation of the blood 
or exercise of the foot muscles. Both of these are necessary 
5 for the foot health and construction used to accomplish this 
in “FOOT-FRIEND” shoes, is the result of years of re 
00 search work by Dr. John M. Hiss, B. Sc., D. O.,.M. D., a noted 
joint and bone specialist. “FOOT-FRIEND” SHOES are the 
50 only ones that “EXERCISE while they SUPPORT.” 
6 Scores of Styles at $8.50—$10 
63 
16 4s ”" e 
Foot Friend” FREE Foot Clinic 
” Conducted by Dr. J. M. Hiss, B.Sc., D.O., M.D. 
50 Noted Bone and Joint Specialist of Columbus, Ohio 
8 TUESDAY WEDNESDAY THURSDAY 
5 Lincoln Ave. Store Milwaukee Ave. Store Ogden Ave. Store 
5 This is an unusual opportunity to be examined by an expert without charge. Dr. 
6 Hiss—probably one of the country’s greatest authorities is the inventor of the 
4 Hiss Shank—which is built into every pair of “Foot-Friend” Shoes. Dr. Hiss will 
examine your feet and give advice on arch troubles, bunions and shoes. 
2 : The Thrse wisbaldt Soqee 
6 
ey This ad is reduced three-quarters. It is one used by Wieboldt’s during Foot-Friend week. 
id This plan and others sell these shoes for our Foot-Friend customers. 


ASK US WHY “FOOT-FRIENDS” ARE SUCH A _ BIG SUCCESS, OR 
ASK OUR CUSTOMERS 





Typkins PootFriend shoes COLUMBUS, OHIO 
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Our customers have this 
very definite assurance— 
We have never lowered 
the quality of our shoes 
in order to attain a price, | 
i and we do not intend to 
|| do so, regardless of mar- 
i} ket conditions. 
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| “Star Brand” Shoes 
Are Solid Leather— 





“Star Brand Shoes 
Are Better’’ 





Sranch of international Shoe Go. 


ST. LOUIS, MO. 


* ROBERTS .JOHNSONS RAND a4 
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E invite all shoe manufacturers and 
retailers to inspect the Fall lines 
of our leathers including NACO and 


WEILDA Calf, which will be on display 
in the East Ballroom of the Hotel Astor, 
New York, on April eleventh and twelfth, 
in connection with the Joint Styles Con- 
ference of the Tanners’ Council. 


A. C. Lawrence Leather Co. 


210 South Street, Boston, Mass. 
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Prevents shoes 
slipping —averts 
heel blisters! 


Stops wear on 
hose—eliminates 
side gap. 


Made of a soft sponge ma- 
terial, which holds the shoe 
tight to the heel and greatly 
improves the fit. 
Every dealer should handle 
this popular article. The cus- 
tomers appreciate it and the 
PROFITS are exceptionally 
large. 
Attractively mvunted on a 
beautiful colored display 
card holding 1% Doz. pairs. 
Also individual cartons. 
Retails at 25 cents per pair. 
DEALERS’ PRICES 
Large Sizes......%$1.90 Dozen 
$2.85 Card 
Medium Size ....%1.60 Dozen 
$2.40 Card 
Small Size ......%$1.40 Dozen 
$2.10 Card 
Discount, 5% % Gross; 
10%, One Gross. 
































Eliminates heel 
blisters — pre - 
vents wear on 


hose—stops 
shoes slipping at 
the heel! 





This article is made for people 
who desire a pressure on the 
side of the heel, and is particu- 
larly adaptable where shoes fit 
a trifle loose. It has full round- 
ed corners with a cut-away for 
the base of the heel and is far 
superior in quality and design 
to any similar article. 


A POPULAR ARTICLE WITH 
THE TRADE 

Put up on an attractive three- 

color display card holding one 


dozen pairs and retails for 25e 
per pair. 


Dealers’ Price, $1.75 Dozen. 
Discount, 5% on % Gross; 
10% on One Gross. 





Foot-health and hose-economy for your customers 
More Profit to you! 








Defiance Hose Saver 


Made to fill the demand for a low priced hose 


saving article. 


By far the best item in this 


class and made possible only through our 
volume production on the entire line. 


Not as popular as the other articles, but 


ives 


the line a complete range of prices and designs. 






Competes with articles now 
trade to 
at a low figure or to 


being offer 
reta 


be given away. 


Put up One Dozen on a 


Bioline, Card. 
rice, Net 


No Discount 


Dealers’ 


the 


$1.10 Doz., $12 Gross; $10.80 
Gross in 5 Gross lots. 





Manufactured by 








pairs. 








Lyons Combination 


HOSE PROTECTOR AND HEEL REST 


A combination of a Hose 
Protector and a Heel Cush- 
ion, which is very desir- 
able with a certain class 
of people. It does not fill 
up the heel like the aver- 
age heel cushion and yet 
breaks the jar when walk- 
ing. Also protects the 
hose. 


MADE FOR 


DISCRIMINAT- 
ING PEOPLE 


Cushions th. 
heel — save 
the hose. 





Mounted on a two-color Display Card holding one dozen 
Sells for 35 cents per pair. 

Dealers’ Price, $2.50 Dozen. 
Discount, 5% on % Gross; 10% on 1 Gross. 
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Omaha, Neb., U. S. A. 


Write now for our merchandising proposition or— 


ctor 


Co. 
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MeraiaRsat PADS | 


ies Lyons Heel Strait Pads 
— wil make them. 
look like this. 


_ 


Dealers’ Price $2 Per Dozen Pairs 
Three Sizes—Large, Medium, Small 
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LARGE REG. 





Made of a soft 
sponge mater- 
ial with fine 
kid topping. 





Can be worn 
in comfort in 
the tightest 
fitting pumps MEDIUM REG. 

or oxfords. 








_ DEALERS’ PRICE 
Either Size, 
$3.50 Dozen Pairs. 
One pair to a carton. 





Dr. LYONS 


Sponge YON 


Areh Support 


DEALERS’ PRICE 


Medium Size, 
$4.50 Dozen Pairs 





















Lyons Heel Cushion 
A new idea in heel cushions, with a soft, 
white rubber pad and a flexible leather 
topping. Put up in a very 
attractive counter display 
case holding twelve car- 
tons of one pair. 


Large Size, 
$5.00 Dozen Pairs 


Dealers’ Price: $2.00 
per dozen pairs. 
Three sizes. Large 
—Medium—Small. 

















: od Manufactured by 
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Lyons Hose Protector Co. 


Omaha, Neb., U.S. A. 
better still—for a small trial order of the entire line! 
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In addition to the wide variety of types and styles 
of Infant Footwear, you find sturdy shoes of the 


type shown, which are made up to size eight. 


These little hard soles are styleful—they’re made 
of the finest materials—over both standard and 
special measurement lasts. They make the corner- 


stone of many a children’s department. 


Mrs. Day’s Ideal Baby 


Danvers, Shoe Co. Mass. 


Chicago San Francisco New York 
325 W. Jackson 49 4th St. 387 4th Ave. 
Ivd. 
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WHOo’s WHO ON THE ROAD 





New “Highs” of Selling Success Are Achieved by the Shoe Travelers 
Who “Hammer-Away” Constantly and Conscientiously 


E S. HORWITZ, well-known young 
* shoe man of Cincinnati, recently 
formed a connection with the Charles 
Meis Shoe Company. Mr. Horwitz is 
“breaking in” at the office and expects 
some road collection work later. 


REF. M. 

Smith Shoe 
Co., Milwaukee, 
manufacturers of 
the “World-Beat- 
er” special proc- 
ess men’s welt 
shoes, points with 
pride tothe re- 
sults produced in 
northern Ohio 
and the western 
sections of New 
York State and 
Pennsylvania by 
F. B. Wetzel, 
their representative in that territory. 
Formerly identified with the Cleveland 
sales offices of the United States Rub- 
ber Co., Mr. Wetzel has covered the 
above territory for the past nine years. 
His popularity is as widespread as his 
acquaintance is thorough and his 
knowledge of the processes of shoe pro- 
duction constitutes a valuable asset in 
talking about the line he represents so 
capably in the territory adjacent to his 
home at Ashtabula, Ohio. 


4 $ } 


F. B. Wetzel 


NE of the 
cleverest and 
most sincere sales- 
men of Children’s 
shoes recently 
changed lines, 
when Otto L. Trie- 
bel, Jr., who has 
been representing 
The Excelsior 
Shoe Co., Ports- 
mouth, Ohio, took 
the Ohio, Indiana, 
Illinois and Michi- 
gan territory for 
the Gerberich- 
Payne Shoe Co., Mt. Joy, Pa. Reared in 
his father’s retail shoe store at Spring- 
field, Ill., Otto took naturally to shoes. 
Perhaps there is no man on the road 
"who welcomes more readily the oppor- 
tunity to help the other fellow. His 
two years’ secretaryship with the IIli- 
nois Shoe Retailers’ Association af- 
forded him wonderful opportunity to 
serve his fellow shoemen and naturally 
the unselfish service thus rendered 
uilt for him a wonderful and lasting 
= will, “And incidentally Otto 
ebel can get as many or more miles 
‘out of an automobile in a given period 


Otto L. Triebel, Jr. 


By HELEN M. HANEY 


of minutes or months than any other 
shoe salesman of whom I know,” said 
recently one of his good shoe traveler 
friends of the West. 


ICTOR ROSZELLE, _ho is work- 

ing eastern Kansas for Harsh & 
Chapline, is leading that company’s 
sales forces in the sales percentage gain 
over a year ago and headed straight 
for the company’s “Champion” classi- 
fication of salesmen selling “Lion 
Brand” and “Harshline” merchandise. 





PERSEVERANCE MAKES FOR 
SUCCESS 


(From Weekly Sales Letter of Harsh 
€ Chapline Shoe Co.) 


The problem of making sales 
is to us of supreme importance. 
This Problem embraces many ele- 
ments—among them are loyalty, 
honesty and PERSEVERANCE. 

Idleness, to the salesman es- 
pecially, has its disastrous effects. 
Idleness causes salesmen to “go 
stale,” to lose selling contact— 
missing the “hang” of selling and 
the art of pleasing people. Idle- 
ness in the selling game means 
NO ORDERS. 

The other day the writer talked 
to Dave Marks, and expressed 
our high appreciation of him for 
his big sales. Dave replied: “You 
don’t see me laying down right 
now! Too many competitor sales- 
men are working lightly at times 
like this. But when they’re look- 
ing out of the window—thinking 





business ‘ain’t’—that’s just when 
I WORK and give ’em h——.” 

No question about it, Boys. 
Dave is right. His experience 
proves that when selling tempo- 
rarily is tough, the other fellow 
quits— leaving the door wide 
open for Dave to hit ’em harder. 

Boys, this  sticking-persever- 
ance is a virtue that is common 
among successful men in all lines. 
History is crowded with conspic- 
uous examples of salesmen who 
reached the top rung by sheer 
persistency, men who clung to 
their jobs with the tenacity of a 
barnacle. 

These successful salesmen did 
not throw up their hands in des- 
pair and cry quits. NO! They 
fought their battle with a deter- 
mination to pull themselves out 
of the hole. Their energy, ap- 
plied, while the other fellow was 
idle, brought them Success. 











[CK RICHARDS of the Riesen- 

berger, Wolf & Peck Shoe Com- 
pany recently returned from a selling 
trip around Chicago and reports busi- 
ness good and the late spring and sum- 
mer outlook bright. 


RCHIE WARD 

of San Lean- 
dro, Cal., repre- 
sents the  Belle- 
ville Shoe Mfg. Co. 
and the Herbst 
Shoe Mfg. Co.’s 
lines on the Coast. 
His sales office is 
at Room 422 Pa- 
cific Building, San 
Fransico. Other 
Pacific Coast boys 
having headquar- 
ters in this build- 
ing are: Jim Hin- 
ton, representing Johansen Bros. Shoe 
Co.; Geo. D. Harron, representing El- 
bee Shoe Mfg. Co.; Frank D. Mullin, 
representing Lewis A. Crossett Co.; 
Walter S. Overton, representing A. J. 
Sweet Co.; John F. Reedy, represent- 
ing I. Miller and Rickard lines; J. W. 
(Jack) Kurtzman, representing Brauer 
Bros. Shoe Co.; Will McLaren, with 
Curtis Shoe Co. and Craig, Reed & 
Emerson; Sid Minister, with A. J. 
Bates Co.; Edwin H. Snow, with For- 
bush Shoe Co. 


irchie Ward 


EORGE W. 
MANSON, 

JR., left Boston 
last week for his 
new house, Alden, 
Walker & Wilde, 
Inc. Mr. Manson 
proceeded from 
Boston to New 
York, and then 
took the boat to 
Galveston, Tex., 
where, after a 
restful sail of 
six days, he will 
“jump” right to 
work selling the new style line to retail 
at $8.00 and the Matrix men’s shoes 
to retail at $10.00. Mr. Manson has 
had a 35 years’ connection with the 
trade. In 1906, he started to work for 
Thompson Bros., and then after about 
a ten years’ connection with that 
house, he joined the salesforce of the 
Dalton Co., from which connection he 
came to his present one, always cover- 
ing Southwestern territory, and al- 
ways specializing on men’s shoes. His 
territory for Alden, Walker & Wilde, 
Inc., will include Iowa, Nebraska, Mis- 


Geo. W. Manson, Jr. 
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Job 


“M* ONE great regret is that I did not come with the 
J. C. Penney Company sooner.” 

We hear this frequently in our organization. And when 
we ask why, the answer comes down to this: 

“Because I have done better here than I ever dreamed | 
could do elsewhere. If I had realized the possibilities earlier, 
I should have been that much further ahead now.” 

You have a good job. Would you be satisfied with it 
if you knew you could have a etter one? Don’t you owe 
it to yourself and your family to make sure that you have 
the best job you are capable of handling? Learn the facts, 
at least, about the J. C. Penney Company Plan—which has 
built the largest department store chain in the world and 
has built the fortunes of hundreds of men at the same time. 

Twenty-five years ago Mr. Penney started this business 
with one store and an idea. The idea was: “Those who 
help to create the profits should share in the profits.” 
Whenever a new store was opened, a salesman was pro- 
moted to managership, with an interest in the business. 

On this basis, our sales have grown to $151,954,620 last 
year, with 954 stores now and more than 100 stores being 
added every year. Each store is managed by a co-partner—a 
promoted salesman. This man has a good salary—but that’s 
not all. Without financial investment he also has a substan- 
tial share in the earnings of his store, and he has an oppor- 
tunity to share in the earnings of a// our stores. 

Weare growing so fast that we need more young men who 
can be trained to manage stores and become co-partners. 
What kind of young men? The kind that will quickly develop 
into first-class executives if given half a chance. Here we 

give you every chance; you can’t grow too fast to suit us. 

We invite confidential correspondence from the best 
young retail salesmen (or managers) in the United States. 
We require retail experience in selling men’s wear, drygoods 
or shoes, age between 25 and 35, character without a ques- 
tion mark, a good general education and a definite pur- 
pose. It will pay any man like this to write our nearest 
office for our new booklet, “Your Next Ten Years.” Be 
sure to give your age and experience. 


The J. C. PENNEY Co. 


330 West 34th St. Russ Bldg. 1010 Pine St. 
New York City San Francisco, Calif. St. Louis, Mo. 
Room 1502-J Room 1323 Room 1049-J 
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A Tube Creme 


for the 


New Shades 
of Leathers 


Your customers will find this Tube Creme 
effective and convenient. Made for 
Honey Beige, Rose Blush, White Jade, 
Plaza Grey, Patent Leather, Neutral and 
all the staple colors of leathers. Excellent 
for the traveler, as it is complete with ap- 
plier and wool buffer for polishing. 


ay 








(inderella 


SHOE DRESSINGS 


MADE BY 


Everett & Barron Co. 


PROVIDENCE, R. I. 


P.S. Display Tube Cremes and you’re bound to sell 
them. Acquaint customers with their conve- 
nience. Then watch the “repeats” come in! 
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souri, Kansas, Oklahoma, part of Ar- 
kansas, and all of Texas. The other 
“old-new” salesmen for Alden, Walker 
& Wilde, Inc., are A. E. Rankin, who 
covers all of the “Old South,” from the 
Carolinas down; Waldo M. Oakman, 
who covers the Pacific Coast, up 
through the Northwest, and Chicago; 
Joseph A. Warrender of Indianapolis, 
who covers Michigan, Ohio, Illinois 
and Indiana. All of these salesmen 
are vitally interested financially in the 
Alden, Walker & Wilde, Inc., and are 
thoroughly “sold” on their new propo- 
sition. 





OSEPH J. 

CWIAK, re- 
cently relinquished 
his connection with 
The Walter Booth 
Shoe Co., Milwau- 
kee, to rejoin the 
sales organization 
of The Edmonds 
Shoe Co., Milwau- 
kee, representing 
the latter company 
in Chicago. Mr. 
Cwiak is the type 
of shoe salesman 
who keeps abreast 
of modern merchandising methods and 
admits that THe Boot aND SHOE ReE- 
CORDER has been a potent factor in 
keeping him up to date in the shoe 
world. 

“Not only to sell, but to help the 
dealer to sell,” said Mr. Cwiak recent- 
ly, “is necessary in order to develop a 
large following of staunch friends. A 
shoe salesman’s responsibility does not 
cease when he sends in the order sheet 
to his factory.” Mr. Cwiak spent four 
years in retail shoe selling before enter- 
ing the traveling field twelve years 
ago. 





Jos. J. Cwiak 





N our issue of March 24, we stated 

that Edgar Burdett, of the Burdett 
Company, was on a Southern trip and 
would attend the convention of the 
Southeastern Shoe Retailers’ Associa- 
tion, to be held in Birmingham, — 
16-18. This should have read n 
Burdett. Len covers the southern part 
of the country while Edgar devotes his 
attention to the East. Len will attend 
the big Birmingham “meet,” April 16- 
18. He is now showing the merchants 
of Dixie-land the newest colors and 
materials in the Burdett girls’ shoes 


for summertime wear. 
PRANK HARRIS, who represented 
F. E. Adams & Co. in New York 
City, with office in the Marbridge 
Building, a resident of Philadelphia, 
and.a member of the Philadelphia 
Shoe Travelers’ Association, died re- 
cently in New York. Mr. Harris was 
67 years of age. He was insured un- 
der the N. S. T. A. group insurance 
feature. He leaves a widow. 








[LLIAM JAMES HEPBURN of 

Sumter, S. C., who for the past 
27 years covered the South from Vir- 
ginia to Texas for the Forbush Shoe 
Co. of North Grafton, Mass., died sud- 
denly of a heart attack at noon on 
Sunday, March 18, in his room at the 
Piedmont Hotel, Atlanta. Mr. Hep- 
burn was about 55 years of age and 
was one of the best beloved shoe trav- 
elers who covered Dixie. His death 
came as a distinct shock to his many 
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friends, for while he had at times been 
troubled with asthma, he was thought 
by all to be in general good health. 
On Monday afternoon, March 19, fu- 
neral services were held at the Pat- 
terson Chapel, Atlanta, which were at- 


tended by a delegation of about forty 
shoemen and such relatives as could 
be summoned quickly to that city. To 
show the high esteem in which Mr. 
Hepburn was held by the trade, every 
shoe store in Atlanta closed down for 
all of Monday afternoon, and many 
beautiful floral tributes were sent to 
the church. These flowers also accom- 
panied his body back to his old home 
in Sumter, S. C., where he leaves a 
wife, Mrs. Frances Hepburn, a mother 
and a brother. Mr. Hepburn was 
buried in Florence, S. C. 





ARRY I. STRANDHAGEN, vice- 

president of the Chicago Shoe 
Travelers’ Association, now represents 
the John Pilling Shoe Co.’s line in IIli- 
nois, including Chicago; also Ham- 
mond and Gary, Ind. 





SALESMAN PASKUS FLIES 
FAR, FAST AND COMFORT- 
ABLY 


J. Herbert Paskus, who sells 
the volume trade of the country 
for the Prospect Shoe Co. and 
the Signal Shoe Co., recently 
made a quick trip by airplane 
through Texas to Los Angeles, 
and thence to San Francisco. 
From “The Golden Gate City,” 
Salesman Paskus flew to the 
Northwest. “The air route is a 
great saver of time as well as 
being a comfortable travel me- 
dium,” wired Salesman Paskus 
from ’Frisco. “I find patent 
leather in big demand, with red 





and blue kid second choices. The 
champagne ‘family’ is in fair 
call.” Mr. Paskus winged his 


way to Boston during the last 
week of March. 





f 1 Me tit enn 


[LLIAM DELANOY of Auburn, 

N. Y., formerly connected with 
C. A. Goodnow Shoe Co., is now repre- 
senting the Good Will Shoe Co. from 
Rochester, N. Y., to Albany. “Del,” 
as he is known to a wide circle of his 
friends in the trade, is a member of 
the Boston Shoe Travelers Association. 








H. GEISSLER, in charge of the 

¢ selling and production of men’s 
shoes for the F. M. Hoyt Shoe Co., and 
a member of the concern, makes his 
headquarters ’twixt trips at the new 
Boston office of the concern, Rooms 
501-502, 183 Essex Street. Mr. Geiss- 
ler covers the large trade for this 
house from Chicago and East, and 
South as far as Norfolk. He has been 
connected with Hoyt for the past 25 
years. He reports that the factory is 
enjoying a nice run on the new foot- 
wear creations for the well dressed 
man. The F. M. Hoyt Shoe Co. has a 
salesforce of 36 men, who cover the 
country from coast to coast. 





EO F. DELANEY, who is associ- 
ated with Elliott L. Lamontagne 

in the sale of Menihan Arch Aid shoes 
to the trade, with New England head- 
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quarters at the Draper Hotel, North- 
ampton, Mass., was recently noted at 
the new B. J. Boynton Boston shoe 
store, 110 Boylston Street, explaining 
the corrective features of this foot- 
wear to the public. Mr. Delaney has 
made an intensive study of Arch Aids, 
and when a new shop carrying this type 
of shoe is opened, he usually gives his 
services for a week “over the fitting 
stool,” while for the further introduc- 
tion of this merchandise. 


J E. (ED) 
* SCROGGY 
covers Indiana and 
Mihigan for John- 
son- Moulton- 
Bartley, Inc., St. 
Louis. Mr. Scroggy 
is one of the Mid- 
dle West’s best 
known shoe sales- 
men. He is a vet- 
eran of the road, 
having traveled 
many years for the 
old Pingree Shoe 
Co. of Detroit. For 
a long time while in their employ he 
was one of their designers and re- 
mained with them eat Ger retired. 
Mr. Scroggy traveled for Friedman- 
Shelby, branch of the International 
Shoe Company from 1914 to 1927. Dur- 
ing these years he covered Indiana ex- 
clusively. With the reputation of the 
firm with whom Mr. Scroggy is con- 
nected, and its great prestige in the 
shoe world, coupled with the acqaint- 
anceship which Mr. Scroggy enjoys in 
Indiana and Michigan, his many friends 
bespeak for him a brilliant future with 
the new line which he has represented 
since March 1. 


—_——_ 





J. BE. Scroggy 


HE March meeting of the Shoe 

Travelers Association of Chicago 
was held at Hotel La Salle, Saturday, 
March 24. It might well have been 
called “California Day” judging from 
the amount of pep injected into the 
meeting by three new members who 
have recently removed from the gen- 
eral vicinity of Hollywood and are now 
full fledged residents of Chicago. Hal- 
sey Elwell, with the Banister organiza- 
tion, supplied a fine attendance prize 
which “Jack” Walsh, with the “Peters” 
branch promptly acquired, while L. L. 
Legg with The Pilot Shoe Co., and E. 
H. Tanner, with The Chicago Theatri- 
cal Shoe Co., gave the Chicago mem- 
bers cause to be grateful that these 
live wires from the land of movies have 
concluded that the Chicago territory 
holds good opportunities for selling 
shoes. A second attendance prize, won 
by Ned Ray, consisted of the popular 
novel, “The Road to Romance,” and 
was awarded by another new member 
of the Chicago association. That por- 
tion of the meeting devoted to businuess 
Was consumed mainly by a discussion 
of ways and means to support the leg- 
islation introduced at Washington to 
repeal the Pullman Surcharge. Through 
the investigation of Mr. Elwell, it de- 
veloped that the proper approach 


should be made by addressing the chair- 
man of The Interstate and Foreign 


Commerce Commission of The House 


of Representatives, Washington, D. C. 








| 
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Call “WEARITE” 
| for Busy Feet! 
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Os 10,000,000 pairs of busy feet have tested 
WEARITE Composition Soles. 


Feet that tread the varied walks of life. 


Postmen, policemen, on the railroad or the farm, 
salesmen, collectors—every branch of industry and 
business—more and more are insisting upon 


WEARITE. 


The public knows that WEARITE stands up under 
the most trying service, the endless scuff-scuff of 
outside occupations. 


And, also, where appearance is as important as per- 


formance, they know that WEARITE is there! 


WEARITE gives to you, as a retailer, the medium 
for greater sales. For sales result from satisfaction 
and WEARITE insures that. It brings you increased 
children’s trade; and indirectly benefits business on 
the strictly dress line. Manufacturers are now 


placing WEARITE on their shoes. 


Ask your manufacturers about WEARITE or let us 
tell you of those from whom it can be obtained. 


ESSEX RUBBER COMPANY 


Trenton, New Jersey 


New York Boston Chicago Milwaukee 
Makers also of Plytex Soles and Tite-Edge Heels 


St. Louis 


April 7, 1928 
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pril Showers Sell More Light 
WW eight Rubber Shoes 
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T'wo-Pairs-Per-Customer Distribution Achieved by Scientific Salesmanship, 
Clever Newspaper Advertising, and Special Windows 


shoe selling time. All dur- 

ing this month, progressive 
retail shoe merchants make it a ma- 
jor merchandising rule to sell a pair 
of rubbers to every customer—man, 
woman and child—purchasing a pair 
of leather shoes. These same mer- 
chants are on the alert throughout 
the entire year to carry out this 
plan, but they realize that they can 
accomplish their aims the more suc- 
cessfully when the early spring and 
fall months of frowning skies are 
“on.” For April showers constitute 
a weather prophecy that never fails, 
and the consumer can soon be “sold” 
on the thought that it is uneco- 
nomical to spoil the good looks of 
a new pair of leather shoes, or en- 
danger the health, simply for the 
lack of a pair of rubbers. 


y ps is light-weight rubber 


HE writer recently interviewed 

several merchants in different 
parts of the country on the subject 
of “How they sold more rubbers to 
men.” Almost all replied: “By sug- 
gesting rubbers.” Some replied: 
“We suggest to every business and 
professional man visiting our store 
that he buy two pairs of rubbers 
with every pair of leather shoes— 
one pair of rubbers to be kept at the 


office, in readiness for emergency rainy-day use, and 


one pair to be ‘parked’ at home. A 


used by scientific salesmen for this two-pair-at-once 


buying is—‘Your need for rubbers is 


commence when you are about to leave your place of 
business, or office, as when you are leaving home in the 


morning; rubbers will preserve the life 
of your leather shoes; they will also 
preserve your health.’ ” 


THER merchants interviewed have 

said that during April and May 
they always show in their windows 
men’s rubbers by the side of men’s 
leather shoes; they also say that men’s 
rubbers are very often -bought sepa- 
rately, by the man himself, or by his 
wife, or mother, or sister, who knows 
his size, and is either commissioned to 
buy them or makes up her mind that 








APRIL RAINS! 


are not particularly good for 
one’s new shoes—and certain- 
ly rubbers, which can be 
slipped off when indoors 
are much to be preferred 
to unsightly “rainy days” 
shoes, which look worse 
than ever when wet and 
muddy 








-— 


(Description and Prices) iA 


1 








Store Name Here 


John or Jim really needs a pair of 
these good looking leather shoe and 
health protectors, because the last 
time he slopped around in the rain 
without rubbers he caught a bad 
cold, and she had heard him say only 
the other day that he “did’nt have 
a pair of rubbers to his name.” It 
is conceded that women do 85 per 
cent of all purchasing in the United 
States, rubbers for men included, so 
it is to women largely that the mer- 
chandisers of rubber shoes for the 
family must “talk.” 


ALES arguments on children’s 

rubbers are much easier to “put 
over” than on men’s, say good mer- 
chandisers, especially if they are 
shown in the store window and fea- 
tured in newspaper ads. A few chil- 
dren’s rubbers, in black and in tan, 
to match the two leading shades in 
the new spring shoes, should be 











(Merchant-Economist Service) 


The arrangement of the cuts of 
light-weight rubber shoes in the 
above suggested retail shoe store 
newspaper ad is particularly good. 
Any clever artist in your city could 
prepare similar copy for you, repre- 
senting such merchandise as you 
might wish to show 


placed in windows beside these shoes. 
The health preserving qualities of 
children’s rubbers, the necessity of 
keeping the feet of the little ones 
warm and dry on rainy days, as well 
as the prolonging of the wear and 
the neat appearance of the child’s 
leather shoes, can be stressed by the 
merchant as a profitable procedure. 
Show the folks in your community 


that they can save money and doctors’ bills by protect- 


good argument ing their children’s leather shoes and feet with rubbers 


just as apt to mand rubbers. 





The new bathing shoes of 
rubber in colors and patterns 
to correspond with leather 
shoes give a trim a profitable 
appeal 


for rainy days and they will immediately begin to de- 


It is also well to talk about the “style” 


element in children’s rubbers—to convey to the public 
the thought that these rubbers may be bought in colors 


to match leather shoes, and that it is 
quite correct, fashion-wise, to have the 
kiddies’ rainy-day ensemble include 
rubbers as well as raincoat, umbrella 
and rubber hat. 


O sell more women’s rubbers, espe- 

cially the light-weight, colorful 
kind, many retail merchants say is the 
easiest problem of all. In this case, there 
are many talking points. First, the 
style element, for it is quite “modern” 
this Spring for women to walk about 
in the rain fashionably shod. 
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Sold by 


John Lawrie & Sons Lichienberger-l'erguson 
Chicago, Ill. Los Angeles, Cal. 
(Sells to jobbers only) d _ ; 
Shoe Sundries, Inc. 


Blog Shoe Findings Co. Cleveland, Ohio 
New York City nee 
H.R. Holden & Co. 
P. M. Volk & Co. Boston; Mass. 
Raltimore, Mad. 
Empire Leather Co. 
Birmingham, Ala. 


VALLEY STREAM, 





The new way 
o raise the instep 


of a pump— 


Carter’s 


“VAMP EASER” 


Eases Opera Pumps That Bind the Instep 


Shaub of Lancaster, Pa., writes, “No 
shoe store is complete without your 
Vamp Easer.” 


Park Brannock of Syracuse, N. Y., 
writes, “We have long felt the need of 
such an appliance.” 


One Easer fits all sizes, either right or 
left, and automatically adjusts itself to 
high or low heel pumps. 


If your local jobber cannot supply you, send direct to 


CARTER’S VAMP EASER CO. 


N.Y. 














If you can’t—you need the 


of the Lexicon is 


50 Cents 


(Cash with order) 


207 South St. 





Can You Speak the Language 
of Your Business? 


Do you know the meaning of all the terms used in the shoe and leather trade? Can 
you make a good impression on a customer by calling things by their correct names 
and answering questions in an intelligent manner? 


“Shoe and Leather Lexicon’’ 


An authoritative dictionary of the terms used in the shoe and leather trade. The price 


Boot and Shoe Recorder Publishing Co. 


Boston, Mass. 


April 7, 1929 
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Class A 
Shoemaking 


in sizes from 
Junior 2 to Girls’ 6 “ee ixtord 


The grade of the Chums line has 
been stepped up. These shoes are 
just what you want to sell to par- 
ents who feel that their children’s 
feet are as much entitled to a square 
deal as are their own. Junior 
Chums, Play Chums and Col- 
lege Chums are certainly good pals 
to growing feet. Moreover, they 
present and retain a trim, stylish 


Junior Chams No, T5280 


appearance of which wearers, par- Piay Chame Ke. S15 


Shield Tip Oxford 
Pfister and Vogel Black Calf 
371—Same in P. & V. Brazil Tan 
E 


JUNIOR CHUMS No. 76 Same in. & V. Jersey Eth 


IN STOCK— 4° and 
, — e D BoE os ° ; cece + ce 
2. = . 8.00 


ents and dealers may well be proud. 


So flexible that they roll up like a ball 


PLAY CHUMS 
514 “3 8 2 a ¢, DO 
Goodyear Welted all around—Flexible 


shanks and foreparts. 


COLLEGE CHUMS 


12'44—2, Ato D 24%.—6, AA to C vm 


College Chums No. 


Snappy college styles—Construction easiest Patent Leather Tee Strap Low Cut 
to repair Sandal 

: No. 777—Same in ‘Tan Calf 

IN STOCK, C and BD, 5%-12 

: . : : IN STOCK, B, (, DPD. 12'-2 

Every shoe in the Chums line is made of IX STOCK. A. B.C, 210-6 
high grade materials thruout and built with Pi cs0sdes 2.25 
the utmost care and skill. The prices don’t 814-12 .. ; 2.60 
do justice to this quality line. You must ee ¥ 3.00 
see them to appreciate their worth. S%S .nsvoe . wee BO 


CEDAR GROVE SHOE MEG. CO. 








CEDAR GROVE, WISCONSIN 
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FIRST WALKING SHOES 
— IN STOCK 


Here are three of nearly thirty num-_ | 
bers in the daintiest, most attractive 
line of little folks stitchdowns we have 





















ever offered. 







In all colors. Elk or Calf. 
Sizes 1 to 5— 

ee....:.,. aes 
Unlined 









Our new catalog shows the others. 
Send for it and then let us send you 







samples. 










501 to 509 E. Preston Street 


BALTIMORE, MD. 


Blucher Boot 























Quick Turn-over! 


THE TU-WAY—A very smart shoe adaptable for street wear, or 
the ideal for tap dancing. A Ben & Sally specialty in Patent Leather 
and Black Kid. Hand turned shoe. I . AA to E. 

BEN & SALLY HARD TOE BALLET SLIPPERS are built 
with an indestructible box—light in weight—will give you that sure 
— heel and arch grip combining strength and beauty in an unusual 
slipper. 

An added feature is our patented NOI-Z-LESS TOE SLIPPER which is 
revolutionizing the entire industry. 

IN STOCK in Black Kid, Pink, Black and White Satin. Full stock of soft 
toe ballets. 


INDORSED BY THE DANCING MASTERS OF AMERICA. 

















Write for our exclusive agency plan. 


ISFEN_G SALLY we 


244 West 42nd St., New York City 


MITT 










































A SURE-FIRE WAY | re ' w CO. 
to oh nae satisfied is nome ° oO 

to sell them shoes of quality. 

My boudoirs measure up to ps ; Fevd- Nas 
every quality test and are rec- J pee 

ognized everywhere as a great E w 








buy. Stock my boudoirs 
and play safe. Black or 
colors. Leather or rub- 


ber heels. 














IN 
STOCK 


36 Pair Cases 


> pf, W: GREELEY 
% 2 can t - Haverhill, Mass. 



































Pgs 
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SHOES 


Dr. Posner’s Scientific Shoes 
for infants are made by the turn 
process—the only satisfactory 
way that daintiness, fascination 
and distinctive pattern can be 
built into a child’s slipper. 


Our manufacturing specifica- 
tions include kid lining, leather 
counters and box toes, feather 
edge leather soles and felted 
(velvet-tread) sock linings. 


A display in your window of 
the new styles shown on this 
page will bring in the little tots 
for shoes as pretty as Mother’s 
—and stimulate your 


Easter business. 


Convince yourself of the beauty 
of our modern styles in chil- 
dren’s footwear comprising 
and other 


straps, oxforettes, 


charming patterns as illustrated 
in our new CATALOG— 
SEND FOR IT TODAY. 


From Babyhood 


after . 
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POSNER’, 


58 Detia Pat. Lea. Sizes 3-8...$2.25 
60 Dexia Pat. Lea. Sizes 8'%2-11.$2.75 
82 Detta Wht. Kid. Sizes 3-8. .$2.40 
84 De.ia Wht. Kid. Sizes 8%-11.$2.90 


B, C and D Widths. 


898! 


EMMA 
Pat. Lea. with Blk. Lisard Saddle Strap 
8981 Sizes 4-8 
8982 Sizes 843-11 
C and D Widths. 


8931 Sizes 4-8 
8932 Sizes 8%- 
C and D Widths. 


to College Days. 


ELDA 


Pat. Lea. Ring Oxforette with Blk. 
Midget Saddle Insert 


D®A.POSNER.SHOES, Inc. sete 


140-142 WEST BROADWAY 
NEW YORK CITY 


9952 Sizes 84-11 
C and D Widths. 


er 
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STOCK 


Start Spring with Snappy Styles! 


Better profits and greater satisfaction in 
selling shoes that fit the feet and eyes. 


“NORMANDY"™ 
Special Process 
B-158—Honey Beige Kid.85.15 
B-162—White, Kid 5 

B-1533—Patent Colt 


“PRINCESS” 
Special Process 


H-1%1—Genuine Beig 
Lizard with Kid to bad. §, “a6. 1m 


“ACE” 
B-101—Patent Leather. 
B-109—White Calf 


Special Process 
. 84.65 
4.85 


“CLASSIC” 
Goodyear oe Heel 


B-6GS89—Genuine 

Amber Alligator 
- enuine Taffy 
Alligator 


“ROSALIE” 
Special Process 
B-129— Patent ee. ° 
B-159—Carmel Baby Croc- 
odile Calf 
B-155—White Calf . 


eS 


“OKAY” Special Process 
e- 192—Patent =... el | 
-108—White Kid. 


me 


“JOSELLA” 
Special Process 
B-103—Patent Leather 
with Parchment 
Buckle Straps 
B-100—Brown Kid with 
Parchment Piping on 
85.15 


84.65 


“DELILAH” 
Special Process 


-12G—Patent Leather. 
n- 138—Beige Calf 


“ROXY” 
Special Process 
B-18G6G—Genuine Beige 
Lizard, Kid Quarter to 
match, medium round toe. $6.25 
B-18G-A—With medium 
narrow toe eeecees 


OM Po IG 42 x OY 


Ss 
6.25 B-105 


THE MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 
Rochester, N. Y., U. S. A. 


Makers of Menihan Arch-Aid Shoe. 
Write for Agency Proposition. 


“INA” Special Process 

Combination Leather Bow 
Cuban and Spike Heel 

B-296—Honey Beige Kid, 
Spike Heel . 

B-298—Plaza Gray Kid, 
Spike Heel 

“RANGOON” 
Special oe. 


H-1%2—Genuine Beig 
Lizard with Kid to mate yy 86.25 


“COLLEGIATE” LAST 
Goodyear Welt—Cov. Heel 


B-761—Tan Calf with Liz- 


oe bd 
ard Calf trim to match. . 85.2% aecans 


Special Process 
Two Toes—19/8S Heel 


B-150—Black Satin, Med. 
Narrow Toe 
B-154—Patent 


Toe 
B-3942—Black Satin, Med. 
Round Toe 
-3672—Patent Leather, 
Med. Round Toe 


“CLARE” 
Cuban and Spanish Heels 
a - "ee Satin (15/8 


n) 
at ieee (15/8 Cu- 


“CLARE” 
Special Process 
22/8 Heel 


-122—Honey Beige Kid. 5.00 
-124—Plaza Gray Kid.. 5 





SIZES AND WIDTHS 
AAA wceeeeeee BY to 
BA ceceeveee ee 4% to 


“ : ” 8 
MADCAP 8 
A iceccccereeeed to 8 
bal 

8 


pecial Process 
Jade Kid 
B owccccceeeee BH to 


CS cccccccccceed to 


Twenty-five cents additional 
for orders of less than three 
pairs. 


Terms—Net 30 Days 














Shoe Merchants News 


in the Boot and Shoe Recorder 


NATIONAL 


Filene’s Stage Sale 


SATURDAY, APRIL 7, 1928 


of 10,000 


Pairs of Shoes Before Easter 


Wide Range of Patterns in 
Women’s and Misses’ 


Footwear at $3.95 


Boston, Mass.—Filene’s Automatic 
Bargain Basement presented a lively 
scene on Thursday morning, March 29, 


when over 10,000 pairs of women’s | 


and misses’ shoes from leading spe- 
cialty shops “here and there,” imported 
shoes and shoes from some of the lead- 
ing shoe manufacturers of the country, 
many of them made to sell at $18 and 
higher a pair, were offered to the pub- 
lic at $3.95. A 12-inch, four column 


ad in a Boston paper the day before | 


announced the sale, showing cuts of the | a ir é 
| beautifying. The luxurious carpet cov- | 


shoes, and telling the story to the pub- 
lic. 

They consisted of odd lots, and dis- 
continued lines, but sizes ran in some 
numbers from 2% to 9, AAA to EE. 
About 500 people were on hand when 


the doors of the store opened at nine | 


o'clock. Twenty-two extra sections and 
60 extra salespeople were assigned for 
this work. 
customers themselves, who sat 

benches placed in the nearby “bays.’ 


on 
’ 


Evening shoes, and black satin num- | 
bers, many of them cut-steel with large | 
cut-steel buckles, created the greatest | 
interest, the women fairly “swarming” 


about the counters. 
At intervals, a stock boy would re- 


plenish the stock from a large box, | 


which he “dumped” onto the tables. | r for 
| years in Central Arcade at Miami. The | 


The shoes were tied in pairs and 


had the size, width and price plainly | 


marked on the attached tag, in addi- 


tion to the size sign and price over | 


each section. The salespeople very 
courteously assisted customers in every 
way, except to fit the shoes. Buyer 


Tobey, the superintendent, and several | 
assistants were on hand to supervise. | 


Customers had the privilege of ex- 
change, or refund, if shoes were re- 
turned within two days’ time of pur- 
chase. 


N.S. R. A. to Move 


CuIcaGo, ILt.—The executive offices 
of the National Shoe Retailers Associa- 
tion for the last four years maintained 
at 226 South Michigan Avenue, in the 
Railway Exchange Building, will move 
on or about April 21 to Suite 1400 at 
624 South Michigan Avenue, in the 
Blum Building, which adjoins the 
Blackstone Hotel on the north. The 
new premises embrace approximately 
1000 sq. ft. of floor space. 


Shoes were fitted by the | 


Nachman & Meertief 
Remodeled Store Open 


MONTGOMERY, ALA.—The remodeled 
Nachman & Meertief shoe parlor in 
this city, operated by the Bullock Shoe 
Company, was opened on March 26 with 
appropriate ceremonies and gifts 
flowers to all customers. Music was 
| furnished during the entire day and 
living models displayed the newest foot- 
| wear. The new parlor is featuring only 
high grade footwear. 
first established in 1923. 

In order to have the department 
itself in perfect keeping with the new 
order of things, no expense has been 
spared in remodeling, refurnishing and 


ering the fitting section of the mezza- 
nine shoe balcony is of a light tan to 
harmonize with the beflowered 
coverings and general color scheme of 
the department. 

Shoe shelving and walls are painted 
in a harmonious combination of cream 


with trimmings of pea green and the | 


rich table lamps cast a soft glow, add- 
ing to the pervading atmosphere of 
coziness. 


Buys O’Berry’s Stock 


MIAMI, Fia. (UTPS)—The Miami 
Shoe Co. of Miami, Fla., purchased at 
a sheriff’s sale the stock of the 
O’Berry’s Shoe Store, located for many 


stock has been transferred to the Miami 
Avenue store of the former concern 
and will be offered to the public at bar- 
| gain prices. 


Loughnane with Pogue 


CINCINNATI, 
nane recently formed a connection with 

| the H. & S. Pogue Company as assist- 
| ant shoe department manager. Mr. 


| Loughnane had been connected with | 


| Halle Bros., Cleveland, for fourteen 


| years, the last ten as assistant buyer | 


| of women’s shoes. 


| W. D. Gray with Merit 


merly of Meyer’s department store, has 
Merit | 
He succeeds M. A. James, who | 
| resigned to open a family shoe store 
| of his own in High Point, N. C. 


assumed management of the 


| 
GREENSBORO, N. C.—W. D. Gray, for- 
| 


store. 


of | 


The parlor was | 


seat 


OnI0O—T. E. Lough- | 


EVERY WEEK 


| 
| 


\Spence Consolidated 
Store Formally Opened 


KNOXVILLE, TENN. (UTPS)—After 
a period of remodeling and decorating 
that continued over two months the 
Spence Shoe Co. has formally opened 
its new place at 508 Gay Street, to 
the public. The new store represents 
a consolidation of the Spence Shoe Co., 
| wn.cn carried men’s, women’s and 
children’s shoes and The _ Booterie, 
which specialized in the higher grades 
of women’s footwear. The Spence Shoe 
Co. has been in operation in Knoxville 
for more than twenty years with Gen- 
|eral Cary F. Spence as president and 
| treasurer and H. W. Irwin as vice- 
| president. 
The new store has been thoroughly 
modernized and enlarged, utilizing the 
space that was formerly given over to 
the Spence Trunk and Leather Co. 
| Its specially designed display front de- 
serves particular mention since it 
possesses individuality and beauty as 
| well as utilitarian qualities. The 

maximum of display is afforded by the 

new plate glass windows which are un- 
| obstructed by any supports other than 
ithe glass itself. Window flooring is 
| of polished hardwood with background 
finished in Craftex in neutral shade. 
The base of the windows is of verde 
antique marble and the entrance floor- 
| ing in red and brown tile. 

The interior of the store has been 
departmentalized with the children’s 
section, having special fxtures, located 

|on the mezzanine over the offices. 
Men’s shoes occupy one side of the 
main floor and the women’s shoes the 
| other, with cartons in the two depart- 
ments differing slightly in coloring but 
harmonizing with the general decora- 
tion which is in tan and brown with 
mahogany fixtures. No floor cases are 
| used with the exception of those in the 
hosiery department which is located at 
| the front of the store. 

| A special lighting arrangement has 
been used and French doors at the back 
of the display windows are the medium 
'of much natural illumination. 

The consolidation of the two stores 
will enable a greater concentration and 
| consequently much better service to the 

public according to Mr. Irwin. 


Courtney Sells Stores 


ROcHESTER, N. Y.—Charles E. Court- 
ney, for many years owner of a chain 
of shoe stores in Hornell, Elmira and 
Perry, has sold his other stores and 
hereafter will confine his activities to 
the Perry store, where he has estab- 
lished his home. 

Courtney purchased the George L. 
Pack shoe store at Perry four years 
ago. 





BOOT AND SHOE RECORDER April 7, 1928 


We Introduce to You Party One Strap 
D_U 351 Full Chrome Patent Strap 
infants’ and childs’ sizes with Flexi 
ble Korry Krome soles. Misses’ and 
growing girls’ channelled and finished 
oak bend soles. Wedge heel on 
infants, spring rubber heel on childs, 


Flexible Goodyear Welt heel ‘a8 shown on misses" and growing | 


CE, CB Ge BD WEB e cov ccewccs $1.90 


I 8%, C and D widths........... $2.25 
I K 11%, B, C and D widths...... $2.65 





2%-7, A, B, C and D widths. .$3.15 / 


























Write for a copy 
of our new In 


Stock Spring 





OUTGROWN 
BEFORE 
OUTWORN 


E have put everything 

into this handsome 
party one strap that a real 
live seller for active children can have. And on top of 
that we have endowed it with an irresistible style, and we 
believe it is going to be one of the best selling Skeezix 
numbers you ever had. 


That is how we feel about this shiny new party one 
strap. Words will not properly describe it, but, when 
you see it, you'll be just as enthusiastic about its profit 
possibilities as we are. 


We'll send you a sample pair, or, if you are a regular 
dealer in SKEEZIX SHOES, we'll send you a case be- 
cause you will not be satisfied with a single pair. Our 
catalogue goes along with the pair. It shows dozens of 
other Skeezix patterns and styles—all of them designed 
to sell at a profit and give your customers fair value for 
money received. 


— 











THE W. A. WITHERS SHOE COMPANY, 





—_ 


ELIZABETHTOWN 
PENNSYLVA 


——~, 


NIA 


—___— 
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Nashville Shoe Men | 
Hold Big Get Together | 


NASHVILLE, TENN. (UTPS)—George | 
H. Armistead, Sr., industrial editor of | 
the Nashville Banner, addressed the | 
eleventh semi-annual banquet of the | 
Nashville Shoe Retailers Association | 
at the Chamber of Commerce, March | 
9" | 

Mr. Armistead’s discussion of the | 
progress that had been made by the | 
South, the State of Tennessee and the | 
city of Nashville in recent years and 
a discussion of a proposed salesman- 
ship school were the principal features 
of the program. 

The banquet was a get-together oc- 
casion for the employers and employees 
of the various retail shoe stores of the | 
city. O. H. Manss, the retiring presi- | 
dent of the Shoe Retailers Association, 
presided. 

In voting to conduct a salesmanship 
school under the auspices of the asso- 
ciation, a committee was authorized to 
make the necessary arrangements for 
the school. W. H. Higginbotham was 
appointed general chairman. The re- 
mainder of the committee personnel 
will consist of a representative of each 
of the cooperating stores. 

Miss Sadie Hartman, executive sec- 
retary of the association, was pre- 
sented a gift after the banquet in rec- 
ognition of her untiring interest and 
service in the advancement of shoe 
business in Nashville. The presenta- 
tion was made by J. E. Calloway. 


G. R. Kinney Co. Earns 
$6.17 a Share for 1927 


New York, N. Y.—The annual re- 
port of the G. R. Kinney Co. for the 
year 1927, issued this week, shows net 
income for the year of $801,546, or 
$6.17 per share on the common stock 
outstanding. Net income for 1926 was 
$577,031 or $2.38 per share. Sales for 
the year 1927 were $18,122,084, the 
second highest in the history of the 
corporation. 

Surplus increased 70 per cent during 
the year from $509,763 as of Dec. 31, 
1926, to $864,924 at the end of 1927. 
Ratio of current assets to current 
liabilities was 3% to 1 at the end of 
1927. 

E. H. Krom, president, in his mes- 
sage to the stockholders said in part: 
“Shortly after the end of the year 
1927, your company purchased from 
Rice & Hutchins, Inc., the trade marks, 
lasts, good-will, etc. of the Educator 
Shoe and has since organized the Edu- 
cator Shoe Corporation of America for 
the manufacture and distribution of 
shoes of this well-known brand. Edu- 
cator shoes will be distributed through 
retail outlets other than the G. R. 
Kinney stores. In this way it is ex- 
pected that a larger distribution will 
be secured for Kinney shoes, and also 
that sales volume will be both stabil- 
ized and increased. All stock of the 
Educator Shoe Corporation of America 
is owned by the G. R. Kinney Co., Inc. 

“Retail shoe prices remained firm 
during the past year, although there 
was some increase in the cost of 
leather. The shoe manufacturing in- 
dustry has been reticent about advanc- 
ing the price of shoes, but are gradu- 





ally coming to realize that advanced 


First of the Chains to Increase Prices 





Style, Personality and 
Beauty Irresistible 


One of our many attractive 
epring models. Has the narrow 
heel, high graceful arch and 
slender ankle effect. Patent 
leather or honey beige suede. 
Wonderful value. Other styles 
$5.50 and 9.50. Many in AAA. 


Beautiful Silk Hosiery 





Feltman & Curme 2 


Wonderful Shoee—8! Stores—Coast -to-Coast 
Loop Stores 
State St.—134 N. State St. 


MW AUREL 168 Wee Am 


Theee 
118 S. State St. —308 S. 
— od 


22) See GARY 88) Brunteer RACINE Om 








Sevomeereerencasneveamonenscpeemeenerniin issn ci Lo i nt on Ci nT nT ET TT i iii en, oreamncttes 


Feltman & Curme, operating a chain of 81 shoe stores from coast to coast, in 
an announcement appearing in the newspapers are featuring a shoe priced at 
$6.50. This chain organization has been a $5.00 and $6.00 institution and has 
increased its price to $5.50 and $6.50, with their men’s kangaroo shoe being 
priced at $7.00, formerly sold for $6.00. The advertisement made no mention 
of a price increase but was well planned with a subtle injection of the new 
price, cleverly developed at the top of the layout. What effect this price increase 
will have is mere conjecture at this time, but a RECORDER correspendent inter- 
viewed C. Ford, manager of the Olive Street store in St. Louis, who said that 
not a sale had been lost since the price change had gone into effect. He felt 
that it was a logical move to make, as it definitely established in the minds 
of their customers that the stores are maintaining the quality of their shoes 
which can only be accomplished with an increase in price 


prices will be necessary with the pres- | J. F. Fitzsimmons, manager of the 
ent costs of leather. The price policy | Duxbak Sales Division of the Chas. 
of your company is so arranged that | A. Schieren Co., tanners and belt man- 
this advance can be taken care of with- | ufacturers of Boston, who showed an 
out affecting sales volume.” | interesting motion picture, called “The 

ee | Tanning of Leather,” showing how the 


7 hides are prepared and tanned, and 
Retail Salesmen Meet 


how the various parts of the hides are 

| used in various parts of the shoes 

Boston, Mass.—The Boston Retail | which the salesmen are presenting to 

Shoe Salesmen’s Association, Inc., held | the public. Mr. Fitzsimmons talked 

its regular monthly meeting at / about the leather trend and showed the 
Schrafft’s Restaurant, this city, on Mon- 
day evening, April 2, with dinner 


salesmen how to meet competitive 
served at 6.30 p. m. The principal | 


arguments in selling their product. 
Nomination of officers for the ensu- 
guest and speaker of the evening was 


ing year took place. 
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BLUES 


1310—Serge 
29—Crystal, dark 
1300—Bright and dark 
1303—Medium and bright 
1304—Light and subdued 
21—Crystal, faint 

















GREENS 
1151—Light, bright 
32—Crrystal, faint 





BROWNS 


172—Very dark 
3—Stroller, no red 
20—Crystal, mulberry cast 











Selection 


Glace and Crystal Kid 





New Castle Leather Company, Inc. 


SAMPLES PROMPTLY FROM—ROOM 1702—100 GOLD ST., N. Y. C. 


BEIGES 


19—Crystal, darkest 
901—Next darkest 
16—Crystal, next darkest 
2—Crystal, next darkest 
12—Crystal, next darkest 
618—Biscuit, next darkest 
8—Crystal, next darkest 
800—Ormond, lightest 


Just Different 
650—Meerschaum White 







MISCELLANEOUS 


0—Crystal, white 

7—Crystal, greyed silver 
30—Crystal, black 

1225—Red, very bright 


BY 




































New High Grade Store 
Opens in Pittsburgh 


PITTSBURGH, Pa. (UTPS) — Pitts- 
burgh women were recently treated to 
the facilities of a new exclusive shoe 
department in the store of the Kauf- 
mann Looby Co., with the opening of 
the new store’s doors. The Kaufmann 
Looby Co. caters only to the best trade, 
according to the manager, with shoes 
ranging from $10.50 to $65 and buckles 
up to $75. 

The entire department, which occu- 
pies half of the third floor, is laid out 
in keeping with the appointments of 
the remainder of the building, but with 
an added touch of comfort thrown in 
befitting of a shoe salon. The depart- 
ment is carpeted in heavy plush of a 
very pale green and set off in walls 
of French walnut in paneled effects 
which alternate with mirrors in mathe- 
matical sequence. 

Stock shelves are concealed and an 
intimate atmosphere is combined with 





a liveried service of porters and call- | 


boys who sit about in studied ele- 
gance awaiting the least wish of the 
customer. 


Furniture is of the Louis | 


XIV period and odd chairs and pieces | 


are done in velour and needlepoint. 
A glass-topped spindle leg 
buckles in the center of the room, while 


shows | 


illuminated: golden cases of vari-col- | 


ored decorations show models to the 
very best advantage. 
W. Lutz is in charge of the depart- 


ment, while J. D. Nusenov is his as- | 


sistant. 


Woman Heads Chain 


Boston, Mass.—Mrs. S. E. Rosenfield, 
president of the S. E. R. Stores, De- 
troit, Mich., recently made a visit to 
the Boston market. Mrs. Rosenfield is 
the widow of S. E. Rosenfield, formerly 
with Sol Rosenberg of this city, and 
well known in this market. Mrs. Rosen- 
field does much of the general mer- 
chandise buying for the seven S. E. R. 


Stores, and has recently become much | 


interested in shoes. 

Her trip to the Boston market was 
the first one she has made in connec- 
tion with her stores’ footwear inter- 
ests. 
two of the S. E. R. Stores, selling 
men’s, women’s and children’s shoes. 

Four of the S. E. R. Stores carry 
general merchandise and shoes. Five 


of the S. E. R. Stores are devoted ex- | 
clusively to women’s shoes. Irving Ro- | 


senfield, Mrs. Rosenfield’s son, also 
takes part in the buying. Mrs. Ro- 
senfield has been at the helm of the 
S. E. R. Stores ever since her hus- 
band’s death some ten years ago. She 
has the reputation of being one of the 
mg able business women in the coun- 
ry. 


New Fitting Device 


BAKER, OrE. (UTPS)—An_ auto- 
matic shoe fitting machine invented by 
H. C. Ogle of Baker has gone into full 
production for the national market. 
The device enables a shoe clerk in- 
stantly to dial the exact width and 
length of one’s foot or to measure a 
shoe in the same way in terms of width 
and size. 


H. Baird is the shoe buyer for | 
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Mayor Helps Open Paul Store 


Mayor Ragsdale of Atlanta, left, accepting the key to the new store from 


W. S. McLaughlin, manager, at the formal opening 


| ATLANTA, GA. (UTPS)—With Mayor 
| I. N. Ragsdale of Atlanta, turning the 
| key, the doors of Paul’s Shoe Store 
| were formally opened to the public on 
| Saturday morning, March 17. 

The store, which is located at the 
| site formerly occupied by the Stewart 
| Shoe Company, 59 Whitehall Street, 
| has been completely remodeled into 
| what is one of the most convenient and 
attractive shops of its kind in the city. 
Rounded ceilings, large mirrors inset 
in the walls at the sides and rear of 
the shop, handsome walnut store fur- 
nishings of the most modern type and 
built-in radiators all play a part in 
producing a pleasant ensemble. 

To the left, as one enters, is the 
| hosiery department, while to the right 
is a handsome writing desk with a 


Box Heels in High Favor 


GREENSBORO, N. C.—A _ decided call 
for box heels is being experienced by 
C. P. Kirkman of the Meyer company. 
This was first felt about four weeks ago 
and has steadily increased since that 
time, until at present the type of heels 
appears to be the determining factor 
in making a sale, rather than the pat- 
| tern or materials. The foregoing ap- 
plies to Indian prints, satins and pat- 

ents with equal force. Last year at 
| this time the young girls who pay 
from $7.50 to $15 for pretty shoes 
seemed to want the tallest heels pos- 
| sible. There appears to be no ques- 
| tion in Mr. Kirkman’s mind but that 
| he will sell all the high heels on his 
| shelves profitably, but he is playing the 
| box heels considerably stronger for the 
\ future. 





complete supply of checks for the con- 
venience of customers. Down the cen- 
ter of the store run a double row of 
chairs in blue and grey velour, while 
at the rear of the store, plate-glass 
mirrors hide the doors leading to the 
stock and shipping rooms. A colonial 
stairway leads up to the offices on the 
mezzanine floor. 

Decorations are in soft grey and 
Alice blue, while a new note in in- 
terior appointments is struck with mir- 
rors about two feet square which are 
set in the wall at intervals and at just 
the right angle to show milady exactly 
how her foot will look in the new shoe 
she is purchasing. 

The store, which is managed by S. W. 
Laughlin, can accommodate sixty cus- 
tomers at a time. 


Spigel’s, Roanoke, Plan 
Children’s Shoe Dep’t. 


RICHMOND, VA. (UTPS) — Spigel’s 
Woman’s Specialty Shop, at Roanoke, 
Va., in preparing to open a separate 


| shoe department, will provide a section 


for the entertainment of the young vis- 
itors. Children’s footwear from sizes 
for infants up to 15-year-olds will be 
carried in the new department, which 
will be located on the second floor of 
the store. 

The shoe section will adjoin the chil- 
dren’s ready-to-wear department. The 
entire second floor of the store building 
is now being renovated, shelves for the 
shoe department are being installed 
and the walls are being appropriately 


| decorated for occupancy by children. 
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ENNA JETTICK 
Health Shoe 


TIO 6 


Narrow and Extra Narrow Wide and Extra Wide 


**A boon to those women that have been obliged to 
either pay high prices or take poorly fitted shoes.” 
You need no longer be told that 
you have an “expensive’’ fool. 


Your dealer or Enna Jettick Shoes—Auburn,N.Y. 
You'll Stride with Pride in Enna Jetticks 


The above message is being broadcast to millions of readers through National Magazines throughout 
the United States and Canada, and is backed up with the largest and most comprehensive stock of Fashion 
Welts to retail for the above prices, that has ever been gotten together in the history of Shoe Manufacturing. 

If you are interested and there is no Enna Jettick dealer near you write 


DUNN & McCARTHY, Inc., Auburn, N. Y. 





































AFTER EASTER 


When once again across the country will come the demand 
for White shoes, do not forget that TUFSKIM is made up 
in White as well as other colors, and that our White TUF- 
SKIM has a uniformity of surface that will repeat itself in 
yard after yard of our material. 














TUFSKIM is internationally advertised, and today high 
grade shoe manufacturers are voluntarily stating it to be 
the best Sock Lining they have ever used. 
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RESPRO Inc. 


PROVIDENCE, RHODE ISLAND, U.S.A. 
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Meet Wilbar’s Shoe Store Minstrels, 
Boston, with Manager H. P. Blue- 
stein as interlocutor and director. This 
group and 22 clever and “smartly” 
gowned models, showing the newest and 
authentic footwear for spring and 
summer, recently played to an enthu- 
siastic house of 3800 at the big ball- 
room of the Elks’ Hotel, Boston. A 
detail of musicians from the Metro- 
politan Theater, with others, under the 
direction of Samuel Stearns, furnished 
entrancing music. 
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“Good Evening, Mr. Bones” 









The stage background was arranged | this kind put on for the mutual bene- 
in cloth of gold and springtime flow- | fit association of Wilbar’s Associates. 


ers; the runway was artistically built, 
with supports of smilax-twined trel- 
lises over yellow bunting. Every de- 
tail of the program, from opening 
chorus to grand finale, with clever vau- 
deville, and “snappy” style revue, was 
under the direction of Blue- 
stein. He was assisted by Al Aronson, 
secretary of the Wilbar Associates, 
John Devine and Maurice Bresnahan. 

This was the fourth annual event of 








H. M. Horton Co. 


In New Location 


CANTON, OHIO (UTPS)—The H. M. 
Horton Co., one of the city’s better 
class shoe stores that has been in busi- 
ness here 26 years, and for 17 years 
in the same location, 209 Market Ave- 
nue N., has moved to its new quarters 
at 440 Market Avenue N., following 
the trend of business toward the resi- 
dential district. 

The new store is paneled in light wal- 
nut, with window decorations and dra- 
peries of tan and ecru. Filing cases for 
shoes line the walls of the front part 
of the store, which is a long rectangu- 
lar apartment with fitting chairs cen- 
tering the length of the room, which 
in the rear widens out horizontally for 
a complete children’s department. A 
feature of the men’s section is smok- 
ing stands for the convenience of the 
male patrons. 

The hosiery department, with a glass 
case containing matching hose and 
light shoes, is on one side of the en- 
trance, and on the other is a writing 
corner with an Oriental rug, fitted desk 
with parchment shaded desk lamp, desk 
chair and comfortable easy chair. The 
office is on the balcony over the back 
part of the store. 

Black and white tiles in large squares 
form the entrance floor and a large mir- 
ror separates the two entrance doors 
and reflects the shoes shown in the two 
display windows. 

H Horton is president of the 
company and manages the store, which 
carries men’s, women’s and children’s 





shoes and hosiery. 





| 


Next year Mr. Bluestein contemplates 
putting on even a bigger and better 
event. 

The end men were: Al Aronson, 
“Moe” Levine, Sam Gaull, Al “Hamic”’ 
Miller, “Mac” Freeman, Hal Fimberg. 
One of the remarkable “hits” of the 


| show was the boy soprano, Sam Gold- 


berg, who is serving an apprenticeship 


| in retail shoe store selling as errand 


and stock boy at Wilbar’s. 


Selling More Shoes for Seasonable Holidays 
By B. JACOBSON 


Friendships within the shoe indus- 
try are everlasting. Ben Jacobson, who 
for a quarter of a century was an ad- 
viser and intimate friend of many 
merchants in and around New York, 
suffered a stroke a number of years 
ago and stepped out of contact with 
the trade. 

This past week he attended the meet- 
ing of the New York shoe merchants 


and was greeted enthusiastically. He 
writes for us as follows: 

In European countries everyone 
keeps religious holidays faithfully. In 


some of the larger cities and towns, 
especially in France and Germany, 
where Jews and Gentiles live close by 
as friendly neighbors, they even cele- 
brate each other’s holidays. 

In New York, where a large per- 


centage of the people are either for- | 


eign born or descendants of foreigners, 
it is only natural that they still ob- 
serve at least the principal religious 
holidays. At least three of the reli- 
gious holidays are especially beneficial 
to business. 

Easter for both Jew and Gentile 
comes about the same time—usually 
the early part of April—and is always 
the beginning of wearing new spring 
clothes. Every man, woman and child 
must have something new for Easter. 
Therefore, all good merchants prepare 
ahead for Easter business. It hap- 
pens some years that Easter comes a 
little earlier. This is so much the bet- 
ter for business, because it helps 


to make the spring so much longer. 
The next good business holiday is 
the Jewish New Year, which usually 


| comes the early part of September, and 


| son. 


marks the beginning of the fall sea- 
Everyone must have new fall 


| clothes. 


The third and main business _ holi- 
day, of course, is Christmas. On his 
European trip last year Mayor Walker 
spoke boastingly of the fact that there 
are more Italians in New York than in 
Rome, and nearly as many Germans 
as in Berlin. So it is only natural that 
New Yorkers observe and celebrate the 
principal religious holidays, as well as 
our national holidays. But New York 


| has no patent rights on getting holi- 


| day business. 


The merchants of other 
cities can also get an increased share 


' of holiday business by catering for it 


with the proper display. 


Tel’s Shoes Open 


NEw YorRK CitTy.—Tel’s Shoes, retail 
shoe store, has opened a novel style 
footwear shop at 2383 Broadway. The 


| management of this new store has been 


highly complimented by both shoe men 
and customers on its unique and artis- 
tic equipment. Its selling slogan is 
“Tel’s Foretells Stvle.” One of the first 
things that “Tel’s” did, after getting 
settled in its new “home” was to send 
a two years’ subscription to the 
RECORDER. 
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A SNAPPY OXFORD—A PRETTY STRAP 


Two of our best Dickory 
Dock sellers for Spring. 


Orders now taken for delivery 
April 15 to May 1. 
























Illinois College class listening to lecture 


STUDY CHIROPODY 


Graduate Chiropodists Earn 
From $5,000 to $15,000 a Year 


No profession has attracted shoe men and women more than 
has Chiropody. Today many of the world’s leading Chiropodists 
are former shoe people who have followed up their valuable ex- 
perience at the fitting stool with a course in Chiropody. Today 
they are earning from $5,000 to $15,000 a year. 

The world needs Chiropodists. The opportunities are unlimited. 
In the United States there are about 162,000 physicians, about 
82,000 dentists, but only 5,000 Chiropodists! A virgin field! 

Course only 2 years at best known College of Chiropody 
in America equips you for practice. 15th year. You are ready to 
enter with four years high school or equivalent. Largest foot 
clinic in world—over 16,000 foot cases handled annually, large 
faculty physicians, surgeons, chiropodists—study in Chicago— 
you can earn while you learn. Write for catalog. No obligation. 


-=-=--=MAIL THIS COUPON TODAY-=-=--= 
ILLINOIS COLLEGE OF CHIROPODY, 1327 N. Clark St., Chicago 


Gentlemen: Please send me, postage prepaid, latest catalog and complete 
information relative to Chiropody and your school. 
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IMPORTED— ENGLISH 
Riding Boots 
IN STOCK 


After it became evident that 
leather was set for a continual 
rise, we immediately covered 
ourselves for a very large quan- 
tity of leather, enabling us to 
make up this boot, and although 
we were caught in the first ad- 
vance of leather, we avoided 
the many other advances since, 
which had we not done, would 
have compelled us to ask a 
much higher price for this boot. 



























However, in order to build up 
still greater the rapidly grow- 
ing demand for our imported 
boots, we shall continue to sell 
this boot without any advance 
over last year’s prices as long 
as our present stock holds out 
—Men’s $16.50, Women’s, $14.50. 
It will be to your interest to 
stock up and avoid all future 


advances. 
Men’s Black or Tan 


$16.50 


Women’s 
Black or Tan 


B-5718 $14.50 
COLT CROMWELL CO., Inc. 


Established 1899 
1239 BROADWAY NEW YORK, N. Y. 












































THE BUILDING UP 


: ’ 
of a Children’s Department 
is the easiest way of BUILDING UP a business 
for the future. 
A souvenir with every pair of Children’s Shoes 
is the sure way to accomplish this. 
Our Line of Advertising Novelties Is the Most Complete 
For Catalog 
Write Don C. Barnard 


Care SCHINDLER STAMPING AND 


| TOY CO. 














Toledo, Ohio 




















Can You Speak the Language 
of Your Business? 


Do you know the meaning of all the terms used in the shoe 
and leather trade? Can you make a good impression on a 
customer by calling things by their correct names and. answering 
questions in an intelligent manner? 

If you can’t—you need the 


Shoe and Leather Lexicon 


An authoritative dictionary of the terms used in the 
shoe and leather trade. The price of the Lexicon is 


50 Cents 


(cash with order) 


Boot and Shoe Recorder Publishing Co. 


207 South St. Boston, Mass. 
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ty March 4, 1861, Lincoln took the oath of office, 
and instantly proved that he had separated the 


one clear duty from a thousand confusing details. He 
concluded his appeal to the South with the now fa- 


mous words: “You have no oath registered in heaven 








to destroy this government; while I have the solemn 


one to preserve, protect, and defend ys 


G, The illustrated boot was 
worn by Abraham Lincoln. 
Wrinkled toes characterized 
boots of this type. Today, 
manufacturers insure perfect 
toe comfort to their custom- 


ers by equipping shoes with 
. e (elastic — Quality Box Toes. 
THE QUALITY BOX TOE 


U/C 





United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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WHERE TO BUY 
Men’s Shoes 


Sh 








Shoe Market News 


in the Boot and Shoe Recorder 





















BOSTONIANS 


SHOES FOR MEN 


COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 


GE 
i Auk 


50 STYLES IN STOCK 
EMERSON SHOE WFG. CO., Reckland, Mass. 
Write for catalogue today 




















































HENRY LILLY CoO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 
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SHOE 


FoR MEN 
M. A. PACKARD CO., Makers 
BROCKTON 






















NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
N. ¥., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 
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New England 
Gaining, Says 
A. W. Donovan 


President of Shoe and Leather 
Association Discusses Present- 
Day Methods at Annual 
Meeting 


Boston, Mass.—“It is much better 
for us to expatiate on the 7 per cent 
increase in the shoe production in 
Massachusetts in 1927, and tc enter 
into more aggressive selling and ad- 
vertising methods than to discuss, with 
pessimism, any phase of the shoe busi- 
ness,” is what President Alfred W. 
Donovan of the New England Shoe and 
Leather Association emphasized at the 
sixtieth annual meeting of that organi- 
zation on Wednesday, March 28, at 
the Hotel Statler, Boston. It was the 
largest and most representative meet- 
ing of the association in years. 

Vice-President Charles H. Jones de- 
clared the corner had been turned in 
the shoe and leather industry, and that 
the present is just as good a time to 
buy leather as any day in the next six 
months. Other speakers included Col. 
Harold S. Wonsom, Ernest G. Howes 
and Horace R. Drinkwater, who pre- 
dicted rises in leather prices and a 
corresponding increase in prices of 
footwear. Evidence on the leather sit- 
uation was presented in a report from 
Fraser M. Moffat, president of the 
Tanners Council of America. 

A real tribute was paid Vice-Presi- 
dent George H. Brown of the United 
Shoe Machinery Corporation, who, al- 
though close to ninety years old, con- 
tinues active. Mr. Donovan called for 
a continued self-analysis by our manu- 
facturers of production and distribu- 
tion policies, plus a constant study of 
the underlying economics of our indus- 
try. 

The officers elected are as follows: 

President, Alfred W. Donovan, E. T. 
Wright & Co., Inc., Rockland, Mass.; 
vice-presidents, Charles H. Jones, Com- 
monwealth Shoe and Leather Co., Bos- 
ton, Mass.; Charles Ault, Ault-Wil- 
liamson Co., Auburn, Me.; Willis R. 
Fisher, A. C. Lawrence Leather Co., 
Boston, Mass.; Ernest G. Howes, 
Howes Bros. Co., Boston, Mass. Sec- 
retary-treasurer, Thomas F. Anderson, 
Boston, Mass. 

Directors, Merton R. Alden, Joseph 
M. Herman Shoe Co., Millis, Mass.; 
Everett Bradley, Bradley-Goodrich 
Co., Inc., Haverhill, Mass.; Henry B. 
Bryan, Jr., England, Walton Co., Bos- 
ton; Edwin Cady, The Griess- 
Pfleger Tanning Co., Boston; Major 








| Charles T. Cahill, United Shoe Ma- 
; chinery Corp., Boston; Elisha W. Cobb, 
Beggs & Cobb, Inc., Boston; Carl F. 
Danner, American Hide and Leather 
Co., Boston; Alfred W. Donovan, E. 
T. Wright & Co., Inc., Rockland, Mass. 
(ex-officio) ; Herbert T. Drake, W. L. 
Douglas Shoe Co., Brockton, Mass.; 
Horace R. Drinkwater, Edwin Clapp & 
Son, Inc., East Weymouth, Mass.; Wil- 
liam J. Fallon, W. J. Fallon Leather 
Co., Boston; Harry E. Gardner, Amer- 
ican Oak Leather Co., Boston; Charles 
C. Hoyt, National Fabric and Finish- 
ing Co., Boston; Buford H. Jones, 
Thomson-Crooker Shoe Co., Boston; 
Julian T. Leonard, Leonard & Bar- 
rows, Inc., Boston; Paul O. MacBride, 
Milford Shoe Co., Milford, Mass.; J. 
Franklin McElwain, J. F. McElwain 
Co., Boston; Burt W. Rankin, Huni- 
Rankin Leather Co., Boston; H. M. 
Read, Gregory & Read Co., Lynn, 
Mass.; Lloyd J. Thayer, Thayer, Foss 
Co., Boston; William C. Tobin, Endi- 
cott-Johnson Corporation, Boston; 
Daniel Tyler, Jr., Linscott, Tyler, Wii- 
son Co., Boston; James E, Wall, Wall- 
Streeter Shoe Co., North Adams, 
Mass.; Arthur W. Wellington, United 
States Leather Co., Boston, and Colonel 
Harold S. Wonsom, W. H. McElwain 
Co., Manchester, N. H. 


St. Louis Manufacturers 
End Month With Gain 


St. Louis, Mo.—Practically all 
manufacturers will end their month’s 
business in March with a gain in ship- 
ments. The gains, from present indi- 
cations, will not be of huge propor- 
tions, but with business conditions as 
they are, any gain is very encourag- 
ing. 

One phase causing concern in the in- 
dustry is lack of incoming orders. 
High executives express themselves as 
being not too optimistic regarding the 
trend of business for the next few 
months. High pressure selling meth- 
ods are being stressed. 

In the style departments, straw 
shoes have been well received by mer- 
chants, with practically all houses re- 
porting their stocks cleaned up. The 
best selling numbers have been black 
and white, beige and white, and red 
and white. Some style men are going 
to play them in all-over white, for later 
selling. Colored kid stocks have 
moved satisfactorily, with one of the 
biggest houses on the street reporting 
a clean-up on their colors. Patent ap- 
pears to be running away with the 
style market. A glance in any sales 
room will reveal numerous patterns in 
patent, and indications are that early 
Fall patterns will also be mostly in the 
shiny leather. 
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Johansen Shows Big Gain 


St. Louis, Mo.—Johansen Bros. 
Shoe Co. shows a gain in sales over the 
same period of a year ago of approxi- 
mately 30 per cent. Harry Johansen, 
vice-president of the company, says 
that high colors are especially good at 
this time, with merchants favoring red 
as the best selling color. Reptiles have 
been popular with a number of cus- 
tomers, particularly lizard and python. 
A new line of shoes is being developed 
at present and will be in the hands of 
the salesmen about the middle of April. 


N. P. Liberty President of 
G. B. Leavitt Co. 


Boston, Mass.— 
The entire capital 
stock of the George 
B. Leavitt Co., of 
Farmington, N. H., 
both common and 
preferred, has been 
purchased by Fred 
P. Liberty and his 
son, Normand P., 
under whose man- 
agement the com- 
pany has been 
operating. 

Normand P. 
Liberty, who cele- 
brated his 21st birthday Sept. 3, 1927, 
has been elected president, thus becom- 
ing probably the youngest corporation 
president in the shoe industry. His 
father is treasurer. The company will 
continue the manufacture of high style 
McKay shoes to retail at popular prices. 


Normand P. Liberty 


Rickards Win in Golf 


HAVERHILL, Mass. — Edward M. 
Rickard and son, Henry C. Rickard, 
prominent local shoe men, were high 
scorers in the annual amateur golf 
tournament recently at Hot Springs, 
Ark. Second flight honors went to 
Henry C. Rickard, who defeated Capt. 


J. J. Meagher, United States Army, | 


who previously had eliminated Edward 
M. Rickard. The defeat of Rickard, 
Sr., bv Meagher prevented a match be- 
tween father and son. Rickard, Jr., 
was awarded a large sterling cup for 
his prowess. It was his first tourna- 
ment. 


Wm. E. Cherry Dead 


ROCHESTER, N. Y. (UTPS)—William 
E. Cherry, secretary and treasurer of 
the Rochester Last Works and asso- 
ciated with the shoe business in Roch- 
ester for the past fifty years, died at 
his home here, 98 Warwick Avenue, 
March 22. 

For the past thirty years Mr. Cherry 
has been associated with the Rochester 
Last Works. Before that he was con- 
nected with the Johnson Shoe Co. He 
was born in Rochester, educated in 
the public schools here and entered the 
shoe business after completing his 
schooling. 

He is survived by his widow, a 


daughter, a son and three sisters, all | 


of this city. 





Colors and Whites for 
Late Spring and Summer 


CINCINNATI, OHIO—Shoe factories 
in this section are running at low ca- 
pacity, but factory officials are very op- 
timistic as to what the next few weeks 
will bring. Black patent, light colored 
kids and whites are very prominent 
among the new samples, and quite a 
few late spring and summer orders are 
coming in on them. Prices have been 
raised in several of the wholesale 
houses, and there is quite a bit of talk 
about the scarcity of leather. One 
large manufacturer stated that there is 
expected to be virtually no change in 
patterns, and that he expects some re- 
tailers to place orders for a whole 
year’s supply of footwear in order to 
sidestep later price raises. One straps 
and pumps seem to be the most popu- 
lar patterns in higher priced footwear 





| 


while sandal straps are being made and | 
shipped in large volume at the popu- | 


lar-priced factories. 


The Air Mail Branch of the United | 
States Shoe Company is very busy fill- | 


ing immediate delivery orders from 
their In-Stock Department, 


Alexander, advertising manager, 


Charles | 
re- | 


ported. The Red Cross Division re- | 


cently finished new summer samples 


and are sending them on the road. Or- | 


ders are beginning to come in, but Mr. 
Alexander said it would be a week or 
two before an accurate estimate could 
be made as to what is taking best with 
the trade. Whites will be very good 
this summer, Mr. Alexander thinks, 


and black patents will continue good. | 


Business at the United States Shoe 


Company is very satisfactory, Febru- | 
ary having been 75 per cent better than | 
and March | 


the same month of 1927 
much better than March of last year. 


Ernie Daniels, sales manager of the | 


United States Shoe Co., reports an im- 


mediate demand for lizard and pipings | 
and a conservative demand for black | 
patent. The demand for all-over light | 
kid is increasing, Mr. Daniels said, and | 


color combinations are very good. 


Honey Beige kid and black patent are | 


being called for in most of the imme- 
diate shipment orders that are coming 


in, reported Dave Mann, resident of | | 


the Mann-Longini Shoe Company. A | 
few whites and some black kid are go- | 


ing out, Mr. Mann stated. Sandals and 
pumps are popular in most every sec- 
tion of the Mann-Longini territory, 
and some light-weight oxfords are be- 
ing called for. 


Pressing Fabric Seams 


Fabric shoes of varied colors are run- 
ning strong for spring and summer 
styles. Pressing these wide fabric 
seams is done on the Boothco seam 
presser with distinct advantages. This 
operation is performed in a single han- 
dling, as it is not necessary to cement 


them and allow to dry before press- | 


ing. This machine consists principally 
of a constantly driven roll which car- 
ries the work through a_ splitter 
(which divides the seam) to an elec- 
trically heated iron, which presses the 
seam down smoothly and permanently, 
saving much time and money over the 
old method. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 





PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesrooms 
40-46 West 25th St., New York rte 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns 


$27.00 per doz. and up 
Cataleg 
sent on 
request a : 


Two Strap Sandal 
C, D & E—2%-9 
In Stock 
No. 3-2 at $2.35 
MORAN-HERMANN- 
McMANUS. INC. 
Auburn, Maine 


7 iE S AP, Or the 
| Fo: the Bette: Trade’y 
i, qi ord 
Best ~Ever 
lipper Co. Inc. 
75 Front St. 
B'klyn 

















Bette: Grade 


‘iw 


WHERE TO BUY 
Slipper Supplies 





POMPOMS AND ROSETTES 
The right merchandise at the right price 


Bempies sont om request. 
HY-GRADE SLIPPER SUPPLY CO. 
683 Breadway New York Oity 
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WHERE TO BUY 


Women’s Novelties 
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Like water running off a 
OS oem d back to meet the 


uck’s 

stiffest of competition, chain 
with the 
» All we can 
) It is up to 
you to write for cir- 
culars so you can see 
for yourself. 


Samuel Cohen 
Shoe Co. 
72 Lincoln St., Boston, Mass. 





















SPECLALTIES | 
‘Latest Stylesat | 
Popular Prices | 
1 in Stock, 
143 ST-NEW 1 WRK CTY 











Leave it to Louis 
Halpern for Style 
and Price on 
Women’s Novelty 



















WHERE TO BUY 
Children’s Shoes 


er er ms 


“ELAM’’ 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CoO. 


ROCHESTER, N. Y, 
Beston Office: Statler Bidg., Room 532 
































Stitchdowns in Stock 


No. 382 Unlined Tan Blucher 
with lizard trim, oak_ sole. 
Infants’—Children’s—Misses’. 
Same in patent leather. 
Send for samples of these 
and other tan and patent 
leather popular priced styles. 


The Brocklyn Slipper Co. 
397 Osborn St., Brooklyn, N. Y. 








WHERE TO BUY 


Store Fixtures 


GOCD 


WINDOW 
FIXTURES 
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Novelty Shoes 
Continue to 


Show Gain 


Last Minute Spurt Brings 
Total Above That of 
Last Year 


LYNN, Mass.—A _ careful survey 
shows that production of women’s nov- 
elty shoes the first quarter of this year 
was larger than a year ago, though 
common report is to the contrary. Busi- 
ness started up slowly with the year. 
Many buyers waited until after the 
January style shows before placing or- 
ders for shoes in volume. Production 
was brisk in February and in early 


| March. 


Shoes for early spring and Easter 
were made quickly, by reason of their 
style, blacks predominating, as well as 
by reason of improvement in factory 
equipment. Besides, orders came in 
larger units than a year ago, and large 
orders, for case lots, can always be 
made up more quickly and more eco- 
nomically than can orders for small 
units, like dozen pair lots. 

Types are varied and styles are 
legion. It is a tradition that no woman 
will wear an Easter hat like that on 
another’s head, and it looks as if the 
same thing applied to Easter shoes. 

“Tom” Welch of Mitchell, Welch Co., 
indorses the thought of a three pair 
summer. “Sell them,” says he, “a pair 
of patents, a pair of whites and a pair 
of novelties, like prints, basketweaves, 
reptiles or other fancies, such as fit 
into the fancies of recreation days.” 

Harlan Leighton of Colella & Leigh- 
ton is on the road with a new sample 
line of summer shoes. Whites, of course, 
are plentiful among them. Also, some 
new patent shoes, deftly trimmed with 
gold. More spectacular is “The Shoe 
of Seven Colors,” a fabric in seven 
hues, not conspicuous, but delicate, and 
the shoes, it is believed, will blend into 
any one of seven different colors of 
fashionable summer apparel. 

There are in the shops more shoes 
of red, blue, green than a year ago; 
also, more shoes of genuine reptile 
skins. A new smart combination is that 
of brown kid skin with snake skins 
with brown markings that blend with 
the kid. These browns are of the 
darker shades. 

A “Safety Zone” last has appeared 
in the Gardiner of Lynn factory. It 
provides for toe room in the shoes, an 
extension of at least two sizes over the 
length of the foot. It’s an old idea un- 
der a new name. Bottle smooth linings 
are new. There is a knack in making 
them. The completed lining -is as 
smooth as a billiard ball, and just the 
thing for the cobweb stockings of the 
summer. Heels keep high. 

A high walled counter, for sandals 
and open shank pumps, is an innova- 
tion. It measures two inches high on 
the breast of the heel line and 2% 
inches high on the back curve. It drops 
down to the shank of the sole like the 
wall of a precipice. 

Several makers challenge the com- 
mon story that fabric shoes are cheap- 


er to make than are leather shoes. | or lowering the plate. 


| otherwise. 








They have figures to show otherwise. 

Patterns are often described as geo- 
metric, speed, flying, racy, saucy or 
“Whatever they are,” says 
one of Lynn’s most successful style 
makers, “they must be something that 
the buyer does not expect to see.” 


Boston Factories Report 
More Demand for Colors 


Boston, Mass.—Factories are fair- 
ly active, with more business on light 
colors for men, women and children an- 
ticipated as the season advances. Much 
suéde in light tones of beige is being 
cut and combined with kid of a corre- 
sponding shade for women’s ties and 
straps. Black patent leather and black 
suéde in a wide variety of patterns, 
and plain black patent leather con- 
tinue good. Lustrous and washable kid 
shoes in browns and other light shades 
are being used for trims and all-over 
effects as something both new and prac- 
tical. Lizards and snakes are in good 
demand, says a shoe manufacturer in 
this section, and making a medium- 
priced line of footwear. 

Men’s tan shoes show an increasing 
popularity, especially in the better 
grades. Sport lines for men are active, 
a popular combination being tan elk 
and a darker shade of brown. A wide 
variety of rubber soles, as well as spike 
soles, and leather soles for dress sports, 
are noted. Black and white sport com- 
binations continue to be sold in goocly 
numbers, especially to the better stores 
of the country. 

Children’s shoes are being bought in 
patent leathers with fancy leather trim 
in some strongly contrasting color; in 
combinations of light and dark brown 
elk; in all-over patent leather ties and 
straps. Boys’ high shoes of brown ani 
black elk, with rubber soles; and in 
sport oxford patterns of smoke elk, 
with tan calf, are in steady demand. 
Girls’ styles show snappy combinations 
of light kids, suédes, calf and reptiles, 


in covered Cuban heel. 








New Arch Support 
Is Patented 


BROCKTON, Mass.—Patents have been 
granted to Dr. James Alfred, president 
of the Union Shoe Co., on an adjustabk 
arch support. Dr. Alfred, a physician 
who has made a deep study of ortho- 
pedics, was assisted in perfecting his 
invention by his son, James Leroy Al- 
fred. The invention consists of a rigid 
aluminum plate, form-fitting to the 
heel, with three-point suspension, two 
in the forepart of the heel and one in 
the middle of the back part, which is 
capable of being raised or lowered }) 
movable screws operating in lugs 
which are built into the heels. The 
plate is put under the innersole, which 
is made rigid over the arch through 
reinforcement with a steel shank. The 
innersole is punctured in the hee! to 
allow for the turning of the three 
screws. The right pitch to the arch 
may be obtained by raising’ or lower- 
ing any of the screws, thereby raising 
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What Goes Into Shoes 


To give some idea as to the hunger 
of a shoe factory for hides and skins, 


just consider what one organization | 
“The | 


For example: 


alone consumes. . 
now has nineteen 


Brown Shoe Co. 


plants with a floor space of over 41 | 
acres and employs 9500 people. The | 


normal factory schedule, Jan. 3, 1928, 
is 55,000 pair per day, 100 pair a min- 


ute. 

“This 55,000 pair a day schedule re- 
quires each working day the skins and 
hides of 13,750 animals—1500 animals 
per hour: 
skins, 250 kangaroo skins, 1500 cattle 
hides, 2000 calf skins, 2000 steer and 
cow hides. 


“In addition to the above, we ac- | 


cumulate each day 10 tons of scrap 
leather. We use daily: 1,000,000 eye- 


lets; 34 miles of laces—4 miles every | 








Cincinnati Club Shows 


Big Membership Gain | 


CINCINNATI, OHIO—Felix McCarthy, 


newly elected president of the Cincin- | 
nati Shoe and Leather Club, has started 


off with a bang. The membership drive 
is over and the goal of 300 was almost 
reached. 

Mr. McCarthy and Ernie Furstenau, 
secretary-treasurer, have mapped out 
club activities for the next twelve 
months. 


Billiard and pool tournaments will | 


be staged in April and will be followed 


in the succeeding months by moonlight | 
dinner | 


rides, tennis, outings, golf, 
dances and cards, bowling, hunting and 
trap shooting. Plans have already been 


made for the annual banquet to be held | 
| year and B. Harrison Cort will be vice- 


at the Cincinnati Club in December. 


Lotus Shoes, Inc., Is 
Now U. S. Distributor 


NEw York, N. Y.—A company 
known as Lotus Shoes, Inc., has been 
organized here to act as distributor 
throughout the United States of the 
Lotus shoes, made by Lotus, Ltd., of 
England, and formerly distributed by 
the Toomay Co. of Boston, of which the 
late James F. Toomay was _ head. 
President and treasurer of the new 
company is D. B. McIntosh. The new 
organization became effective April 2. 
Office and warehouse aecommodations 
have been secured in the Bush Building 
(Rooms 648-649), 130 East Forty-sec- 
ond Street. 


Splitting Upper Leather 


Uniform thickness of leather is very 
helpful in fitting the uppers of present 
day shoes. Equal thickness of the two 
sides of the quarter greatly facilitates 
obtaining a straight, well-shaped heel 
seam. This same uniformity of thickness 
is equally essential for overlays, under- 
lays, etc., and materially helps the 
proper fitting of the shoe. The USMC 
splitting machine, model A, performs 
this splitting operation with amazing 
accuracy and speed. All adjustments 
are exceptionally convenient and the 
knife is always kept in condition by an 
automatic knife grinding attachment. | 


6000 kid skins, 2000 sheep | 





hour; 50 miles of lining, 36 in. wide 


—enough to completely wrap around | 
the White House from sidewalk to roof. | 
“One and one-half tons of nails, tacks | 
| and wire. A column of heels piled one 


on top of another two miles in height; 
136,580 sq. ft. of chip board for car- 
tons, or sufficient to make a complete 


| carton with proper laps and cover in 
which to inclose the White House build- | 


ing 


make a line 18 miles in length. 


“We use each year 500,000 miles of | 


thread, 20 times the circumference 


| of the earth at the equator, or a strand 
of thread extending from the earth to | 


the moon and back, 7,500,000 buttons, 


2500 miles of binding, and 130,000 gal- | 


lons of cement. 


Shoemen to Work With 
Brockton Fair Committee 


BROCKTON, Mass.—In order to make 
this year’s Brockton Fair, and those 


in future years, more complete and | 


bigger, the Brockton Shoe Manufac- 


turers’ Association has voted to co- | 


operate with the Brockton Fair shoe 


style show committee, and plans al- | 


“Fifty-five thousand pair of shoes set | 
| one behind the other, heel to toe, would 


Oe i Oe 


WHERE TO BUY 
Shoe Buckles 


ee 0 6 ee er re 


+ 


CUT STEEL > 
BEADED-RHINESTONE <« 
“Decidedly Different” 4 
Importers ‘ 
MAISON MANN, INC. ‘ 

‘ 

‘ 


BAUER & MANN 
3 West 20th St., New York 


wyvvvwwVeTS? 





TriFart & De ALTERIIS 
Importers and Manufacturers 
CUT STBEL 7 BEADED 
RHINDSTONE 


SHOE ORNAMENTS 
101-103 West 37th Street, 
New York City 


Ve —VEITH- V 
E CUT STEEL— E 
IMITATION STEEL 
j BEADED 
SHOE BUCKLES 
Ta. & A. VEITH, INC. 


M4 9-11 East tuk. New York hi 





ready are under way on the coming | 


Fall footwear exhibition. 

The special committee includes: 
Charles E. Lynch, Jr., Charles E. 
Moore, B. Harrison Cort, John S. Kent, 
Jr., William E. Doyle, Fred D. Rowe, 
dopa M. Bump and William M. Hur- 
ey. 

George M. Rand will serve as chair- 
man of the style show committee this 


chairman. Already the committee is 


| at work signing up exhibitors, and al- | 
though they have béen engaged only a | 
few weeks, some who never have par- | 
| ticipated in the show have agreed to | 


take part. Fred F. Field, president 
of the Field & Flint, Inc., also is presi- 
dent of the Brockton Agricultural So- 
ciety, which sponsors the show. 


John G. Galigne, Shoe 
Manufacturer, Is Dead 


HAMMONTON, N. J.—John G. 
Galigne, for several years prominent 
in the shoe manufacturing industry 
here, died recently at the age of 64. 

He had been connected with the shoe 
manufacturing industry practically all 
his life, having first entered the em- 
ploy of the old Tilton Shoe Co., here. 
Later, and until 1904, he was with the 
Osgood Shoe Co. and then assisted in 
the reorganization and incorporation 
of the Hammonton Shoe Co., of which 
he was general manager, treasurer, 
secretary and a member of the board 
of directors. 

He had been very active in municipal 
and county affairs and, at the time of 
his death, also, was a director of the 
Peoples Bank and of the Hammonton 
Building and Loan Association. Mr. 
Galigne is survived by his widow; 
a sister, Mrs. John Dilger, and a half 
brother, Louis Spyes, all of this city. 


lie 


WHERE TO BUY 
| Standard Shoe Materials 

















The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 

CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Boston, Mase. 


est Virginia 


Fibre Board 


Counters of this board help 
the shoe to hold its shape. 











Pulp Product Department 
West Virginia Pulp & Paper Company 
Detroit New York Chicago 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 














Qeneeeen: 
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WHERE TO BUY 
Ballet Slippers 





8 A EP a er ee ee 





BALLET SLIPPERS—IN STOCK 

ef the unusual 

Bi02 Bik. Kid Hand Ture 
Seft Tee 


Child’s 6 te 1i—$1.35 


Misses 11% te 2— 1.40 
Women’s te 6—1.45 
Alse Hard Tess 


SCHWARTZ & HERDER, Inc. 








Spettelios: im Ballet Manufacture 
1 Ne. lith St., Philadelphia, Pa. 








BALLET SLIPPERS 
Made on Right and Left Lasts 


Wom. Miss. Childs 

No. 600 Black Kid..1.45 1.40 1.35 

No. 604 White Kid..1.75 1.70 1.65 
Ceast Prices Slightly Higher 

BROOKS SHOE 
MFG. CO. 


1725 No. 6th St. 
Los Angeles—1162 So. Hill 8t. 





STOCK 








In Stock Black Bai- 
let Slippers 


Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Childs’ $1.15 pr. 


BLOG SHOE CO., INO. 
147 Duane st., 


New York, N. Y. 

















The Buster Brown Shoe Store of 
Sacramento, Cal., operated by Max E. 
Heyden and Wilbur A. Green, has re- 
cently moved to its new location. 
Men’s, women’s and children’s shoes 
are now being handled in the new store. 
There are two entrances to the store, 
one from the street through the excep- 
tional lobby with its tremendous win- 
dow space, the other through the en- 
trance or lobby of the building in which 
the store is located. This building en- 
trance opens into the men’s department. 
The interior of the store is finished in 
mahogany. Woven fiber chairs finished 
in two-tone mahogany effect, with 


in all departments. 


leather cushions on springs, are used | 
The walls are fin- | 


Deep Lobby—Zigzag Windows 




















ished in an ivory tint. Taupe rugs and 
carpets over the floors. A large ho- 
siery department and display cases are 
placed at the front of the store, while 
a children’s merry-go-round holds an 
attraction for the kiddies in the rear. 
A well lighted deep lobby with zig- 
zagging windows is a magnet for the 
passing crowds. The lobby space is un- 
usually large, providing ample display 
space for a large line of shoes. Max 
Heyden, one of the operators, is widely 
known on the Pacific Coast, getting 
his first shoe experience with Hale 
Brothers at San Jose, with which firm 
he was connected for a number of years. 
He has been connected with the shoe 
business in San Francisco, Oakland and 
Seattle. 





HAND TURNED, BLACK KID 
BALLET SLIPPERS 
IN 8TOCK 
Women’s, $1.35; 
$1.30; 







Send for 
Samples ly attended to 
ROTH & ROSENBERG SHOE CO. 


124 N. 3rd St., Philadelphia 








it 






In 
Stock 











Robinson-Bynon Plant 
Running at 85 Per Cent 


AusuRN, N. Y.—The_ Robinson- 
Bynon Shoe Co., makers of the Robyn 
arch support line of women’s welts, re- 
ports that the factory has been operat- 
ing at 85 per cent capacity during the 
first quarter of the year. The com- 
pany also reports that additional pat- 
terns and lasts have been added to 
round out the corrective line known 
as the “Health Mode” shoe which was 
first put on the market shortly after 
the first of the year. This shoe has 
been very favorably received. In the 
past this company has distributed 


largely through wholesalers, but dur- 
ing the last three years there has been 
a gradual development of a larger pro- 
portion of department store and retail 
business. 











Frank C. Rand Elected 
to University Board 


St. Louis, Mo.—Frank C. Rand, 
president of the International Shoe 
Co., was elected a member of the cor- 
poration of Washington University at 
the meeting of the corporation this 
week. 

One of the foremost figures in the 
St. Louis shoe industry, Mr. Rand is 
president of the Industrial Club and 
also chairman of the board of directors 
of Barnes Hospital, affiliated with the 
Washington University Medical School. 

Mr. Rand is a graduate of Vander- 
bilt University, from which he received 
his A.B. degree in 1898, and _is a mem- 
ber of the board of trustees of that 
university. 


Expert Is Nominated to 
Direct Haverhill Survey 


HAVERHILL, Mass.—Ethelbert Stew- 
art, chief of the Division of Labor Sta- 
tistics of the U. S. Department of La- 
bor, is to direct the investigation of the 
local shoe industry which has been so- 
licited by local industrial representa- 
tives. The exhaustive probe of local 
conditions is to include a study of pro- 
duction costs, merchandising costs. 
overhead expenses and the various eco- 
nomic elements. Industrial relations 
between employers and employees are 
also to come under official scrutiny. 
The probe has the indorsement of the 
Haverhill Shoe Manufacturers’ Asso- 
ciation and the Shoe Workers’ Protec- 
| tive Union. 








Wise Opens New Store 
In Pittsburgh 


PITTSBURGH, Pa. (UTPS)—The Wise 
Shoe Co. recently opened its first store 
in Pittsburgh after a novel series of 
advertisements leading up to the Sat- 
urday opening date, and with Charles 
H. Kline, Mayor of Pittsburgh, in at- 
tendance, along with Sophie Tucker, 
popular actress, who was fitted with 
shoes. 


Wood Heel Plant Moved 


BROCKTON, Mass.—Work of moving 
the Geo. E. Keith Co. wood heel plant 
from the South Boston factory to the 
large Keith plant in the Campello dis- 
trict here was completed last week and 
operatives began Monday morning, 
April 2, to turn out wood heels here. 
Completion of the work concentrates 
the entire heel-making end of the 
Keith company business in one factory 
at Campello. Removal of the wood 
heel operations to Brockton, vice-presi- 
dent Charles E. Moore of the company 
announced, provided employment for 
fifty additional hands. During the 
past month the sole leather and inner- 
sole departments also were moved here 
from South Boston and all combined 
in a single building. 








A Correction 


In the advertisement of the Samuel 
Cohen Shoe Company on page 99 of ovr 
March 38 issue, the price of their Honey 
Beige shoes was incorrectly quoted at 
$2.50. The correct price is $2.80. 
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EASY TO FIT EASY TO SELL 
Ruth = 7m ° ia 


LATE SPRING AND 
SUMMER NUMBERS Noe 368 365 


Coral 


SAHAQA \ 











Nos. 370, 369 


Agnes <a 
f(S 








ee 
E313—Berwick One-Strap, patent 
£334—Lucy Cross Strap, patent leather........... 
E335—Agnes Front Strap, patent leather 
E351—Isis One-Strap, patent leather 
E352—Tosca Pump, patent leather, spike heel 
E353—Tosca Pump, patent leather, Cuban heel.... 
E354—Tosca Pump, silver kid, spike heel 
E355—Agnes Front Strap, honey beige kid 
E357—Agnes Front Strap, white kid 
E358—Ruth Pump, patent leather 
E362—Gail Tie, patent leather 
Nos. 313, 310 E363—Gail Tie, patent leather, Cuban _ heel 
E364—Cameo Sandal, patent leather, Kaffor trim.. 
E365—Cameo Sandal, white kid, white opal trim... 5 
E368—Isis One-Strap, patent leather, Cuban heel.. 
E369—Coral Gore Pump, patent leather, spike heel. . 
E370—Coral Gore Pump, honey beige kid, spike hee 
E371—Tosca Pump, black satin, spike heel 
E372—Tosca Pump, black satin, Cuban heel 
E379—Ruth Pump, patent leather, Cuban heel... 
E380—Betty Folded One-Strap, patent leather, spike 
4 


eel ‘ 2 

E381—Betty Folded One- Strap, patent leather, 

Cuba a heal P, P 4. Nos. 362, 363 

E383—Ruth Pump, black satin, spike heel 2 Tosca — 

E3S7—Billy Tie, white kid, Cuban heel .. 473 

E404—Billy Tie, patent leather 

E410—Moon Pump, patent leather omic 

E4i17—Elinda Gore Pump, patent leather, black 
water snake trim 4 

E419—Billy Tie, honey beige calf 

E420—Roselyn Pump, patent leather 

—_ £421—Lucy Cross Strap, white jade kid 

Nos. 387, 404, 419, 434, 444 E434—Billy Tie, Pearlustre kid, Cuban heel 

E438—You You, patent leather, spike heel 

Roselyn E441—Sahara Sandal, patent leather, spike heel... . 

E442—Saraha Sandal, patent leather, Cuban heel... 

E443—Ruth Pump, red kid, spike heel 

E444—Billy Tie, red calf 
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POSITIONS WANTED 

4c per word. Minimum Charge 75c. 
LINES WANTED 

4c per word. Minimum charge 75c. 
ALL OTHERS 

7c. per word. Minimum Charge $1 


ALL DISPLAY SPACE 





Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 

Monday of the week of publication in order that advertisements be published same week. 

Otherwise insertion will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


-25 








Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 
















































SALESMEN WANTED 





SALESMEN WANTED 


SALESMEN WANTED 

















Rare Opportunity for 
Real Salesmen 


Two Distinct Specialty Selling 
Programs Combined in One. 
Men's and boys’ work and dress shoes. 
Complete high grade stitchdown line. 

Both lines extensively advertised. 
Large floorstock carried at all times. 


Unusually liberal commission to the live 
wire producer. We have some good open 
territories for full 
information in 


real salesmen. Give 


writing 

D-420, 

eare Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 















Salesmen Wanted 


Exceptional opportunity for capable 


representatives with established 
trade in large cities in New York 
State, Pennsylvania, Ohio and 


Michigan to handle manufacturer's 
line of women’s fine arch-support 
welts to retail between five and six 
dollars. All styles are in _ stock 
ready for immediate delivery in 
widths from A to EEE. Every shoe 
made with kid linings, french cord 
binding, crawford arch support 
shanks, branded soles and the best 
of workmanship throughout. 
Address D-414, care Boot and Shoe 
Recorder, 207 South St., Boston, 
Mass. 








Successful Men’s 
Shoe Salesmen 


to represent Middle West 
manufacturer of men’s me- 
dium priced quality shoes. 
Territories: Illinois and Indi- 
ana, and one Western terri- 
tory. Possible changes in two 
other territories. 

Address D-404, 


Shoe Recorder, 
Boston, Mass. 



























care Boot and 
207 South St., 




























Ohio, Indiana, Western Pennsyl- 
vania, Kentucky, Tennessee, 
West Virginia. High grade boys’ 
welts. We have this territory open 
for experienced salesman familiar 
with better accounts in these States. 
Can be 


Liberal commission basis. 
carried with high grade non-con- 


flicting line. Give full particulars 
with application. 


NEENAH SHOE COMPANY 


Menasha, Wisconsin 








WANTED— 
SALESMEN 


for live side line of boys’ popular priced 
Calf Skin and Kips. IN STOCK. Young 
men’s advanced styles in boys’ shoes that 
appeal and repeat. One case—14 samples. 
6% on sales and mail orders. Exclusive 
sale to men with established trade travel- 
ing by auto in following territories: 


(Correspondence strictly confidential.) 


Viegtnte--Baryland-—Delaware 
Kentucky Alabama 
Tennessee ieee 
North and South Dakota 


Address D-408, care Boot and 
Shoe Recorder, 189 West Madi- 
son St., Chicago, Ill. 








ALESMAN WANTED:—We have an open- 


ing in several states for a side-line salesman, iv in the f i 
carrying our line consisting of a general line saat ae Taos eehtiened a a > 
of shoe novelties and spats. Applicants must lina, South Carolina and Missouri. Want men 


submit references with their first letter. Ad- 
dress D-409, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








to carry our 
slippers as side line. 


ARE OPPORTUNITY:—We are changing 


line of 








in first letter. No drawing account. eekly 
; ye settlements against orders received. _Twentv 
WE have a few very desirable territories open men now successfully selling line. Easiest sell- 
YY in the South and Southwest. Fast selling ing commodity in shoe game today. Maid-Rite 
line of women’s “red-hot” novelty. shoes, “In Corp.. (Manufacturers), 35 York Street, Brook- 
Stock” to retail at $4, $5, and $6. Strictly lyn, N. Y. 
oe a A bare = opportunity ail OS ae oul 
wit stabli , 
Sra, Meee Shae Co, “its win Wade SALESMAN. WANTED :—Salespan for, Kan 
St. Louis, Mo. / sas and Missouri with established fol'owing 
: for high grade stitch downs, children’s, misses’ 
ie <r ae and growing girls’ welts. In stock proposition. 
ALESMEN wanted in all territories to sell Must live in territory. Address D-416, care 
on commission basis the latest novelties and Boot and Shoe Recorder, 207 South St., Bos- 
staples in men’s, women’s and children’s felt, ton, Mass. 
satin and leather slippers, soft and hard soles. — 
for an old established concern. Only those need ANTED—Experienced salesmen in Middle 


reply who can furnish best references, and can 
sell to good accounts in case lot quantities. 
No objection if handled as side line. Give full 
ceceorees in first letter. Address D-415, care 

t and Shoe Recorder, 239 W. 39th St., 
New York City, N. Y. 


ence 
care 


West, 


misses’ 


Boston, 


genuine Goodyear Welts. 
and territory in first letter. 
Boot and -Shoe Recorder, 
Mass. 


In-Stock leather house 
Must live on territory 
and cover same close by auto. Give full particulars 


Western and Southwestern States, to 
carry as side line. medium grade children’s and 

State experi- 
Address D-417, 
207 South St.. 








We are looking for salesmen 
who are acquainted with dealers 
who sell service shoes particu- 







larly in 
Virginia Kentucky 
W. Virginia Tennessee 
N. Carolina S. Carolina 
Georgia Alabama 
Mississippi Louisiana 







Goodwill Shoes 





For Hard Service and Long Wear 

















ALESMAN WANTED:—A grand opportu: 

ity for experienced resident salesman wit 
a good following to handle a line of Cotton 
Shoe Linings. Open territory—Chicago, St. Louis 
Philadelphia, Cincinnati, ‘Columbus and N 
York State. Straight commission. Address 
D-421, care Boot and Shoe _ Recorder, 
South St., Boston, Mass. 













ALESMAN WANTED:—To cover state 
Indiana. Must have experience. Jung Shoe 
Company, Sheboygan, Wisconsin. 


IDE LINE MEN. 










Cincinnti 








For Cleveland, 








and Dayton, Ohio, Pennsylvania and !!! 
nois. Straight commission basis for the The 
Behm Arch Grip Shoes for Men, in stock 





Highest references as to character and ability 
required with application. R. H. Lane & C 
115-117 St. Clair St., Toledo, Ohio. 


SALESMEN WANTED:—Desire to secure 

the services of high grade shoe salesmen i 
the States of Texas, Missouri and Kansas. We 
manufacture our well known line of childre: 
Haptoz First Step Turns, Spring Heel Turns 
and New Process Stitchdown Welts and m: 
tain complete IN-STOCK department. Highest 
rate of commission paid. Unusval opportunity 
for strictly high class salesmen. W. C. Goodg 
Inc., Rochester, N. Y. 


Information for Shoe Merchants 

The advertising pages of the Boot and 
Recorder itute an almost inexhaustible A. 
of information as to where and what to buy 
They are worthy of your elosest 
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LINE WANTED 


| 
MIDDLE WESTERN Wholesaler, with estab- 





lished Men’s business, wishes Women’s 
McKay Novelties, on consignment basis, big 
sales Lg ee Address D-405, care Boot 


Shoe Recorder, 207 South St., Boston, 














and 
Mass. | 
FOR RENT | 

We have some very desirable | 


offices also desk room for rent. 
Passenger elevator service. Mod- 
erate Rent. 

A. J. BATES & CoO. 
144 Duane St., New York, N. Y. 

















POSITION WANTED 


posiTION WANTED:—BUYER AND 
MANAGER, with ten years’ experience, 
desires new connection. Good past record. 
33 years old and married. Address D-407, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








giTU ATION Wanted by live shoe-man as | 
manager of shoe department or shoe store. | 
Ten years’ Chicago experience. Good references. 
Address D-419, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





ISITION WANTED:—Youug man_ with 
twelve years’ successful traveling experience, 
is desirous of making a change. Prefer women’s 
or men’s or children’s shoes. Territory Eastern 


New York State. Address D-418, care Boot 
and Shoe Recorder, 207 South St., Boston, | 
Mass. | 








PROPOSALS 


L* | EATHER, U. S. MARINE CORPS, QUAR- 
TERMASTER’S DEPARTMENT, WASH- 
INGTON, D. C. SEALED PROPOSALS, in 
duplicate, will be received by the Depot Quar- 
termaster, U. S. arine Corps, 1100 South 
Broad Street, Philadelphia, Pa., until 11 A. M., 
24 April, 1928, and then be publicly opened 
for furnishing 9000 square feet russett leather 
and 5000 pounds buff leather. Proposal blanks 
and other information may be obtained upon 
application to this office and the Depot Quarter- 
master, Marine Corps, Philadelphia, Pa 
C. L. McCawley, Brigadier General, The Quar- 
termaster, Schedule No. 508. 











MERCHANT NEEDS 

















The CAHILL CARTON 
THE CARTON THAT OPENS IN 
THE FRONT 
BEAUTIFUL COLORS 
ANY SIZE 
SHIPPED KNOCKED DOWN 


Write for Samples and Details 





HARRISBURG, PA. 

















MERCHANT NEEDS 








MERCHANT NEEDS 











Advertising Air Balloons 


Size No. 50—S™%” Inflated 


$4.00 per gross Quantities 5 gross 
Send us your Check 

and your Assorted Colors 
W. E. 


FOLLIS ADVERTISING 
SERVICE 
159 No. State St., Chicago, Il. 











GTATEMENT of the Ownership, Management, 
required by the Act o 


Circulation, ete., 
Congress of August 24, 1912, of *‘Boot and Shoe 
Recorder’’ published weekly at New York, N. Y., 
for April 1, 1928. State of Massachusetts, County 
of Suffolk, ss. 

Before me, a Notary Public in and for the 
State and county aforesaid, personally appeared 
William M. LeBrecht, who, having been duly 
sworn according to law, deposes and says that he 
is the Business Manager of the Boot and Shoe 
Recorder Publishing Company, publishers of the 
‘‘Boot and Shoe Recorder’ and that the following 
is, to the best of his knowledge and belief, a 
true statement of the ownership, management (and 
if a daily paper, the circulation), etc., of the 
aforesaid publication for the date shown in the 
above caption, required by the Act of August 24, 


1912, embodied in section 411, Postal Laws and 
Regulations, printed on the reverse of this form 
to wit: 


1. That the names and addresses of the pub- 
lisher, editor, managing editor, and business man- 
agers, are: 


Publisher; Boot and Shoe Recorder Publishing 
Co., Boston, Mass. 

Editor: Arthur D. Anderson, Brookline, Mass. 

Managing Editor: Arthur D. Anderson, Brook- 
line, Mass. 

Business Manager: Wm. M. LeBrecht, Hingham, 


Mass. 
2. That the owner is: (If owned by a corpora- 
tion, its name and address must be stated and 
also immediately thereunder the names and ad- 
dresses of stockholders owning or holding one per 
cent or more of total amount of stock. If not 
owned by a corporation, the names and addresses 
of the individual owners must be given. If owned 
by a firm, company, or other unincorporated con- 
cern, its name and address, as well as those of 
each individual member, must be given.) 
Owners: United Publishers’ Corporation, New 
York, N. Y. 
sore > W. Anderson, 220 Broadway, New York, 
N. Y.; George H. Buzby, The Wellington, 19th and 
Walnut Sts., Philadelphia, Pa.; Anna B. Frank, 
Pleasantville, N. Y.; Fritz J. Frank, Pleasantville, 
Y.; Mabel M. Griffiths, 165 Montclair Ave., 
Montclair, N. J.; Lillie Lindsay, 698 West End 
Ave., New York, N. Y¥.; James H. McGraw, Jr., 


10th Ave. and 36th St., New York, N. Y.; Eliza- 
beth S. Mekeel, 80 Upper Mountain Ave., Mont- 
clair, N. J.; . = Musselman, Merion, Pa.; A. 


, 169 Christopher St., Montclair, N. J.; 
Lelia C. Pearson, 169 Christopher St., Montclair, 
.; Charles G. Phillips, Montelair, N. J. 
Charles T. Root, 2 West 67th St., New York’ 
(.; Franklin T. Root, 32 Washington Sq. W., 
New York, N. Y.; G. Eugene Sly, Grove Park, 
Asheville, N. C.; F. ©. Stevens, 325 West End 
Ave., New York, N. Y.; W. H. Taylor, 490 Park 
St., Upper Montclair, N. J.; *Frederic C. 
Stevens Co., 23 Prospect Terrace, Montclair, N. J. ; 
Dorothy S. Johnson, 3305 Macomb St., N. W. 
Washington, D. C. 

*NOTE: The Stockholders required for Frederic 
C. Stevens Co. are as follows: Velma S. Stevens, 
325 West End Ave., New York, N. Y.; F. C. 
Stevens, Jr., 325 West End Ave., New York, 
me Bak Velma I, Stevens, 325 West Bnd Ave., 
New York, N. Y.; Frederic C. Stevens, 239 West 
39th St., New York, N. Y.; Ruth S. Kane, Mont- 
clair, N. J. 

3. That the 





known bondholders, mortgagees, 
and other security holders owning or holding 1 
per cent or more of total amount of bonds, mort- 
gages, or other securities are: (If there are none, 
so state.) 

None. 

4. That the two paragraphs next above, giving 
the names of the owners, stockholders, and 
security holders, if any, contain not only the 
list of stockholders and security holders as they 
appear upon the books of the company but also, 
in cases where the stockholder or security holder 
appears upon the books of the company as trustee 
or in any other fiduciary relation, the name of 
the person or corporation for whom such trustee 
is acting, is given; also that the said two para- 
graphs contain statements embracing affiant'’s full 
knowledge and belief as to the circumstances and 
conditions under which stockholders and security 
holders who do not appear upon the books of the 
company as trustees, hold stock and securities 
in a capacity other than that of a bona fide 
owner; and this affiant has no reason to believe 
that any other person, association, or corporation 
has any interest direct or indirect in the said 
stock, bonds, or other securities than as so stated 
by him. 

5. That the average number of copies of each 
issue of this publication sold or distributed, through 
the mails or otherwise, to paid subscribers during 
the six months preceding the date shown above 
(This information is required from daily 
publications only.) 

(Signature of Business Manager) William M. 
LeBrecht. Sworn to and subscribed before me 


this 23rd day of March, 1928. 
Margaret M. Murphy, Notary Public. 
1928.) 


(My commission expires December 28, 





THE CORRECT STANDARD 
SIZE STICK 


“VARNUM” 


(Trete Mark Reg. U. 8S. Pat. Off.) 


The original and foundation size 

stick on which all shoes were first 

measured and lasted. 

MOST ACCURATE 
AND POPULAR 

SIZE STICK TODAY 


Marked with stand- 
ard American, 
French and English 
measures. Three 
styles — 1 — 2 — 3. 
Made of best qual- 
ity maple wood, 
nickel plated trim- 
mings. 


RETAIL SHOE 
STORES USE 
No. 3 


$1.50 Each 


Be sure it is a “Varnum” for most 
accurate and simple measuring. 


F. W. Whitcher Co., Mfrs. 


Chicago, III. 





Boston, Mass. 














“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Of.) 


CURVED JAW NIPPER 
Just the Tool for That Tack 


The only nipper 
made which is just 
the right shape to cut 

| out tacks on the inside 





of shoes 


“Manchester” 
Trade Mark , & @& 
Pat. or 


nippers are made of 
high-grade tool steel, 
nickel plated, with « 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 

Genuine 


“MANCHESTER” 


curved jaw when or. 
dering. 
Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Boston, Mass. ten Wee 
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MERCHANT NEEDS 





WANTED TO PURCHASE 


MERCHANT NEEDS 





Display Fixtures of Quality 
IN WOOD ONLY, BUT IN MANY PERIODS ¥. 


Do You Need New Fitting Stools? 


This one, and the other one we make, are 
without parallel for strength, comfort and 
convenience. 


Stools Are Priced from $4.00 Up. 


Hea 


Manufacturers for 47 Years 
Of interest to the Window Dresser 
ASK FOR DESIGN BOOK A-1l 
SPECIAL FIXTURES MADE FOR ADVERTISING PURPOSES A 
One of the Two Best Lines Made 


CINCINNATI, O. 


We manufacture 
Show Window 
Display Fixtures, 
Shoe Fitting 
Mirrors, Folding 
Shoe Chairs, etc. 





DISPLAY FIXTURES 


SEGALLé SONS 


923 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 


LABELS 


Thre DISTINCTIVE arid 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


a SOW 34TH SI 1 i oe 
; al’ WISCONSIN &I13430 





CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 

KIRSCH-BLACHER CO., Ime. 


622-624 Broadway, New York, N. Y. 
Phone Spring 14438 











Sell Us Your Left Over 


New Yorx Export Purcnasinc Corp 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 

















MERCHANT NEEDS 








Milbradt 
Ladders 


Made for 40 years 
by the original in- 
i ventors. 


Made in all styles 
to suit any shelving 
=| condition. 


| @et our price before 
placing your order 

; Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 














PRIMROSE BUCKLE DEVICE 
Holds Better—Costs Less—Safer 


ih 


> « 





SAMPLES GLADLY FURNISHED 
Primrose Novelty Corp. 
Room 332, Bible House, 


QSTABLISHED 9 


LABEL 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


%69-27) LEXINCTON AVE.. BRODKLYM, av 


AMERICA’S CREATEST 
SHOE CARTON & LABEL MPCS 























New York City 





PHILADELPHIA 


FJhe choice of discrim 
and particular trovelerr- 


Jamous for its 
courteous service and 
homelike environment. 


Centrally Located 
BROAD at WALNUT 
J.M. Rosinson, Manager 
Affiliated Hotels 


WALDORE-ASTORIA NEW WILLARD 
New Yor. Washington. DC 
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(so00p Winvows Made Berrer 


Background Should Not Detract from Shoes 





By HARRY E. GROVES 








tail stores could “carry on” 

for any length of time 
without displaying their goods 
to the public. Experience has 
taught us that first impres- 
sions are often lasting. The 
first impression a prospective 
customer forms of a retail 
store is made by looking at 
the windows. In a glance the 
store is instantly classified in 
the looker’s mind as a good, 
bad or indifferent sort of a 
place. The value of making a 
good impression cannot be un- 
derestimated. 

But for the modern window 
displays, how could the mod- 
ern man or woman get their 
ideas and incentive to dress 
well? It is true we have our 
printed advertising, but I 
think its selling power is 
over-rated and somewhat lim- 


[i my opinion, very few re- 





men of the Provinces. 
advances many good reasons why window 
display should be taken at least seriously 
enough to permit of its being given a prom- 
inent position in the advertising budget of 
every retail establishment. 
advertisement, he contends, loses 50 per 
cent of its value unless backed up by a 
display of the same merchandise in the 
store window. 


charge of 


and aggressive 
stores in 


Af R. GROVES has 
the 
display work of one of 
the most progressive 
shoe 
Montreal, 
The Surpass Shoe Co., 
Ltd. He has had long 
experience in his 
chosen career and is 
rated by those who 
know him best as one 
of the clever display 
In this article he 


A newspaper 


scant 10 per cent of this 3 
per cent, but today merchants 
are realizing the value of 
strong selling windows and so 
are much more liberal in their 
appropriations to this impor- 
tant branch of publicity. In 
some stores the window bud- 
get will run as high as 35 per 
cent, but 20 per cent seems to 
be the average. 

The reason for this change 
of policy lies in the fact that 
the greatest part of a store’s 
potential customers are not 
close readers of newspaper 
copy. They are, however, 
close observers of shop win- 
dows. Today’s younger gen- 
eration, the ones that are con- 
stantly on the lookout for all 
that is new, are the ones who 
most easily respond to the de- 
sire of ownership aroused 
through interesting window 











ited. 

Take the retail shoe busi- 
ness—we draw up a well-worded ad 
describing the shoe, its color com- 
binations, last, etc., but how many 
of the readers have the power to 
visualize the shoe in the same way 
as when it is displayed in the win- 
dow? 

It is not my thought to discredit 
advertising in general, but my ex- 
perience is that unless an ad is 
backed up by a display of the goods, 
it loses a good 50 per cent of its 
value. Newspaper advertising and 
display work are so closely linked 
that a majority of the stores deem 
it an absolute necessity to have the 
same man in direct charge of all the 
publicity of the establishment. 

Long and varied work in this field 
has taught me that shoes call for 
more careful preparation and 
thought than any other article of 
wearing apparel. All too often there 
is a lack of care in fixing shoes. 
Many displays are killed by too much 
color or lack of blends in the color 
scheme. Shoes, until the past few 


years, were “dead” merchandise to 
show, so had to be pepped up with 
considerable drapes. Now the colors, 
especially in women’s footwear, are 
so varied that the display man has 
to be careful in his choice of colors 


so as not to detract from his mer- 
chandise. 

May more consideration for the 
window dresser be urged? His is a 
thankless job. He is open for more 
criticism than any other man on the 
staff. He is seldom backed up by 
the selling element in the store. If 
trade is slow, the usual insinuation 
is “the windows are not pulling.” 
When it comes to cutting down over- 
head expense, the window depart- 
ment is the first to suffer—short- 
sighted policy, to say the least. 


T is very hard to strike an average 

of the cost of window displays, 
as it all depends on the size and 
location of the store as well as the 
class of trade desired. 

An elaborate front, with up-to- 
date fixtures and high grade mer- 
chandise, can be worked much more 
cheaply than merchandise that has 
to be made to look what it is not, in 
a setting that has to be changed con- 
tinually to get a strong selling ef- 
fect. 

Usually window budgets are in- 
cluded in the advertising appropria- 
tion, which total averages around 
the 3 per cent mark. In times gone 
by, window publicity received a 





displays, rather than cold 
black and white advertising. 

Passing over the primary ele- 
ments of good window trimming 
such as balance, absolute cleanliness, 
perfectly groomed merchandise and 
the like, the real big thought to keep 
constantly in one’s mind is that the 
articles are displayed for the sole 
purpose of creating an overwhelm- 
ing desire for ownership. They are 
not placed in the window in order to 
make a catalog of the store’s entire 
stock. 




















Now Spring—Then Summer 
at the 


ST. CHARLES 


On the Boardwalk — Atlantic City 


OU'LL have a new sort of enjoy- 

ment during these seasons which 
form a considerable, mild and balmy 
slice of the year. 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more”? but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THE Boot ANp SHOE REcoRDER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 
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“LITTLE Bull from Durham.” 

Our Field Editor, H. R. T., 
finds in one town so many good sell- 
ing ideas that we expect to multiply 
each and every one of them in thou- 
sands of stores the country over. 





’ HE man who said “Gray suedes 

won't fit” twisted into humorous 
phraseology a great truth. If a 
color is not right it won’t sell. To 
bring about rightness in color, the 
combined industries meet in New 
York, April 12, at the Hotel Astor, 
to develop a “national mind” on 
colors and styles for fall and winter, 
1928-29. This meeting develops a 
platform of footwear fashion upon 
which plans for the advance season 
can be built by every factor in the 
trade. Its findings, as well as the 
reason for each decision, will appear 
in our issue of April 14. To follow 
this leadership in fashion ideas, re- 
serve your attention for a careful 
study of our report. 


NEW thought on men’s shoes. 
This is the time to sell a pair 
of tans or more to every pair of 
blacks. For example, one merchant 
insists that the first try-on of every 
man customer be in a tan shoe, even 
though he asks for a black. With a 
tan shoe on one foot and the black 
on the other, an incentive of fifty 
cents is given the clerk to put over 
a double sale. This idea has sold 
many tans in the face of the grow- 
ing black movement—it has sold 
more pairs because the American 
man was made aware of his own 
shoe-shortage. This idea, multiplied 
in many merchants’ minds, will posi- 
tively sell more men’s shoes. 


+ 
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